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INSPIRED J 3 MMERICA'S WOMEN-IN-SERVICE 


AVKEE GIRL 


LASTS 


ed Lasts for new military-active feet ! 

ginal lowMeel “Yankee Girl" . . . and two striking 
iations — low-heel Nurses’ . . . walled-toe Utility. 
Spruce as officers’ boots . . . but engagingly feminine. 
And automatically reproduced from original 4B's by 


+“ 


* Litt + one Vulcan's patented “Controlled Measurement'’ Model- 


WAR uD ST Making. Better fit in all sizes and widths ! 


FOR VICTORY 


VULCAN CORPORATION 
General Offices! Portsmouth, Ohio 


STYLE, SALES AND MODEL ROOMS — it) 
19 W. 34th St., New York; 33rd ond Arch Sts., Philadelphia \W 
Last Plants: Portsmouth, Ohio; St. Louis, Mo.; 


i mate Renae cn ee Cm wx: STYLASTING BY 


Rochester, : Effinghom, Ill.; Anna, ‘Il. 
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To get off to @ good sales start, 
r fashioned of 


Rich, lustrous, pace-setting colors—sieek, spirited, 
satiny finish — and long lasting, thoroughbre 
beauty —makes shoes of Tandrite Calf ovt-in- 
front favorites all over America. 

When you back shoes of Tandrite the pay-off 
js in profits! 
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“ARMOUR 


Spectator Model on 20/8 Wall Last 
with Square Continental Heel 
b 


y 
Laird, Schober & Co., inc. 
Haverhill, Mass. 


Hubschman’s Tandrite Calf, 
Color No 953 
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UNLUCKY NUMBER ? 


Wot fer Vllaletg / 


13th anniversary is proof sufficient 


Superstition notwithstanding, 


Vitality /ikes the number 13! For it that women definitely want shoes 








was 13 years ago that the name 

Vitality was flashed upon the retail 

shoe horizon for the first time. 
For 13 years, Vitality has forged 


that embody not only comfort and 
style but also good, sound value. 
Vitality takes this occasion to 


thank its dealers most sincerely for 


the part they have played in estab- 
lishing Vitality as a leader in the 
field of fine footwear. 


ahead with one purpose in mind: 
to offer better value in popularly 
priced fashion footwear. Vitality’s 


o 


MADE BY 
AMERICA'S LARGEST 
SHOEMAKERS 


+ 


7 
HELP UNCLE SAM! 
Buy United States 
War Savings Bonds 
and Stamps 


* 
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SHOES 


CHILDREN'S 
Complete widths and sizes 
Priced according to size 
$2.50 to $5.50 


VITAPOISE. 
Feature Shoes for Children 
Priced according to size 
$3.50 and up 


WOMEN’S VITALITY OPEN ROAD SHOES 
AAAAA to EEE 
Sizes 2 to 11 
$6.95 


VITALITY SHOE COMPANY — Division of International Shoe Co. — ST. LOUIS, MO. 
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hed every 8 day by Chilton Company (I + ). 
8. A. (Canadim rate $3.00 plus $0.50 for Canadian War Exchange tax—making total of $3.50.) 
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Entered as second class matter November 23, 1932, at the Post Office in Philadelphia under 


bz: Made 


Tea aan @ecrittrecato 


MILITARY STYLES PREFERRED ~ 
by Service Men and Civilians alike 


wis Gaanene ae > ‘ as sie ‘ co Se is a : aa ae THE PARADE 
No. 5019 ; . : ‘ No. 5014 
TIMBER TANNED SSO. aa Pe ore ae a “ 5 : TIMBER TANNED 
BROWN CALF ee ve. a I gaa fo Came Sauk j , BROWN CAIF 
: ro 7 : - - ‘ : No. 4014 


* 
THE WEUTENANT BLACK CAIF 


No. 3023 e : 1 ; = : * 
BROWN CALF Se eee —. . ) os ‘ ‘ eet AVIS No. 1 

ee ’ : DEEP BROWN 

WILLOW CAIF 


and thereby. broadening the market for Taylor-Made dealers. _ 
E. E. TAYLOR CORPORATION - BOSTON, MASS. 
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TRADE MARK REGISTERED 


SHOE 


* * PROOF THAT CUSTOM CHARACTER NEED NOT BE EXPENSIVE *« * 
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tHe WORKEASE” tine 
FOR 


THE WOMEN IN SERVICE 


Retail Prices 


51.49 .. $1.99 





The Outstanding Shoes for Factory, Office and Civilian 
Defense Wear 
INQUIRE 


Cambridge 


RUBBER COMPANY 


FACTORIES: 











CAMBRIDGE, MASS. 
TANEYTOWN, MD. 
. ‘ST. REMI, QUEBEC 
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a Elam finds a better way 
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No. 14 of a series of Darex 
advertisements dedicated to in- 

troducing the Men Who Build 
to the Men Who Sell. 


F. S. E.am Suoe Co., Ivc. 


WAM UP RET JRERS OF 





150 on Ave. Noe 
ROCHESTER, Noe 


June 10, 1942 
Mr. Charles S. Harding, 
c/o Dewey & Almy Chemical Co., 
Cambridge, Mass. 


Dear Charlie:- 


I have always made it a practice to look 
for better ways of doing things. And in October, 
1940, when we talked about welting, I was greatly 
impressed with your story of Darex welting. 


It was obvious even then that this country 
was going to feel the effects of the emergency and 
that leather would soon be hard to get because it 
would be needed for essential war purposes. For 
that reason, I was interested in trying out the 
welting. Also, knowing the non-uniform qualities 
of even the best leather, I felt that the uniformity 
of your product might be a great advantage in our 
shoemaking processes. 


The performance of Darex welting has ex- 
ceeded even my expectations, and I believe that in 
it we have found a better way of doing things. 

After a little experimentation in finding out how 
to use it, we are enthusiastic over its workability. 
You know that these "first steps" give welting a lot 
of abuse. And your welting can take it. 


Darex welting has been used steadily and 
satisfactorily since January, 1941, in thousands of 
pairs of shoes. 


Cordially yours, 


GEE Chom 


FSE/MM. 








Thank you, Mr. Elam. Your expen 
ence in shoemaking gives weight t 
what you say. We're proud to hav 





shoemakers like you picking Darel 
Welting to put into your shoe 


Dewey and Almy strive through research contin 


ously to improve their product, to anticipate 
needs of a dynamic industry. 


DEWEY AND ALMY CHEMICAL COMPA 
Cambridge 





+*darex welting 
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pioneer... 
creator 





Starting at the bench in 
Bergen, New York, under 
the tutelage of his English 
shoemaker father, Fred 
Elam learned theartof shoe- 
making the hard —but only 
successful—way.Ambitious, 
active, he was in business 
for himself before he was 
twenty-one, producing soft- 
sole shoes. After a brief in- 
terlude in California, manu- 
facturing lineman’s boots 
(with poultry as a side-line), 
he returned to Rochester to 
go with the firm of F. J. Fox, 
makers of soft-sole shoes, 
where after a period on the 
road he finally became a 
partner. In 1912 he joined 
W. H. Goodyear in the Peerless Shoe Company, and 
by 1916 was running his own factory again, making 
turns. After ten years of this, he started the E & B 
Shoe Company, manufacturing stitchdowns and 
welts for children and misses, and five years later 
took over the Seneca Shoe, finally consolidating his 
various factories as the F. S. Elam Shoe Company. 
In the dark depression days of ’32, the cry for 
cheaper shoes was everywhere. Pre-welt shoes were 
better-looking than stitchdowns and, while cheaper 
than welts, looked like them. Since existing hand 
methods for pre-welts were unsatisfactory, Fred Elam 
set about finding a better way of doing it. His lasting 
machine was the making of pre-welts. Soon the early 
wire lasting gave way to the wiper method that took 
shank, heel, and toe. But even the improved machine 
wasn’t good enough for Fred Elam, and eventually 
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a new one was developed, so successful that it was 
purchased by Compo. 

Fred Elam, a pioneer in pre-welt construction, 
has seen his ideas take solid shape in millions of 
pairs of excellent shoes for infants and children. 
Furthermore, his improvements do not exist in a 
vacuum. Practical and progressive, he makes the re- 
sults show in his shoes, and the benefits are passed 
on to his customers. Throughout his shoemaking 
career— from soft soles to welts, to turns, to stitch- 
downs, to pre-welts— many of his customers have 
bought his products for over thirty years . . . strong 
testimony to his judgment and shoemaking ability 
given by the men who buy the shoes. Right now he 
is turning out 4000 pairs a day’ in his model 
Rochester factory. Truly, Fred Elam ranks high 
among the Men Who Know Shoemaking Best. 
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WE ARE PROUD 
Of our Part in the DEFENSE 
PROGRANy i 


in the Processing of 
leathers Pe ; 


Army nurses’ shoes 


Aviator flying jackets 
Tank helmets 


Aviator helmets 
Ski troop mittens 
also, other 


glove leathers 
for all bran 


ches of the Service, 


yy 
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EDWARDS IS ON GUARD... 


\V ith the same zeal to do its new job thoroughly, and the 


same skill that has made Edwards the seal of quality in 
juvenile shoes; we turn to our new role of producing shoes 
for America’s Armies of Victory. They will be fine shoes, 
too, promptly and efficiently made, for that is an Edwards 
tradition. On every farflung highway and airway, fighting 
men stand guard so that we and our children too, may be 
free and well. As they mount their guards of vigilance, 
many of these soldiers’ feet are better feet today, thanks to 


Edwards the foot health they built in childhood in Edwards Shoes. 


junior footwear EDWARDS JUNIOR FOOTWEAR 
EDWARDS CORECTREDS EDWARDS ARCH GROWERS 


EDWARDS & COMPANY , 


Rs eS me mae ee me ee fe oe ee em 
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EVERY AMERICAN WANTS TO BE 


yy, 


’ Wl | 
THE BRANNOCK DEVICE GIVES To SHOE 
FITTING ACCURACY WITH SCIENTIFIC AUTHORITY 


T# same Brannock Fitting Device 
that you use to fit shoes in your 
store is being used by the United 
States Army in fitting its great forces 
for victory. We made a special double 
device to fit with speed and certainty 
our fighting men. We are proud of 
our contribution to the betterment 
of the soldier on his feet. 


Tell that human interest story to your public 

because there never was a time in American history when it was 
more important to get the right shoe on the right foot with the 
right scientific heel-to-ball accuracy. 


You make money and quicker turn-over when you save time at 
the fitting stool. You reduce complaints and returns. Rest assured 
that the new customer, who may be a stranger to your store, finds 
a bond of assurance when he or she knows that you operate your 
fitting the BRANNOCK WAY. 


If you take good care of your BRANNOCK DEVICE it should 
last a lifetime. 


Remember, the BRANNOCK DEVICE is the national first aid to 


Mak and fA, 


shoe fitting, making Americans More Fit for Fighting; More Fit 
for Working and Walking; More Fit for Growing. 


A new children’s market is coming into your store. Check and 
recheck children’s feet, as they grow in weight, stature and foot 
size. 


BRANNOCK JUNIOR fitting devices measure from baby’s size ¢ 
to misses’ size 3. 


The price remains: Adult 6r Junior Device—$12.50; two or more 
at $10.00 each .. . A special cooperative price—if you order direct 
from your manufacturer. If you are a manufacturer, ask for our 
cooperative plan. 


THE BRANNOCK DEVICE COMPANY: 


427 sOoOuTH 


SALINA STREET 


. SYRACUSE, NEW YORK 





Ji 


WE’RE BUSY NNN 
SERVING oe ee Gu 
OUR COUNTRY _G Doin 


Our army and navy need shoes as well as 
ships, guns and tanks to win this war. And 
they’re getting Stetsons—just as many, just 
as fast and fine as we can make them. That's 
our first job, and we're mighty proud they 
want our shoes, 

We are deeply appreciative of the fact that a 
large share of the credit for this company’s 
ability to be of service to the government 
belongs to our dealer's customers. Their 
support, their loyalty and confidence have 
been a major factor in building this business 
to its present size and standing in the field. 





We're still making and will continue to make 
the regular line of Stetson civilian shoes to the 
limit of our capacity. We pledge ourselves to 
do our utmost to supply the merchandise needs 
of our customers during the war period. Styles 
may be limited, deliveries sometimes delayed, 
but there will always be Stetsons! 
THE STETSON SHOE CO., INC, 
So. Weymouth, Mass. 


Siélon SHOES FOR MEN 


DIVIDED PRODUCTION FOR A UNITED PURPOSE 
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AMERICA'S. MOST PROFITABLY 
SALEABLE, NATIONALLY 
ADVERTISED LINE! 


Brilliantly conceived styles .. . alive 
with the “walkability” that women 
demand of footwear today ... brings 
such complete customer satisfaction 
with Betty Barrett Originals ... that =a 
you'll find they repeat month after — 


month and season after season! } <j 


A 


Faster turnover... greater volume 
... more profit for YOU... when you 
feature Betty Barretts! f) EX 





Am 
Nay 
a 8 
os 
, 
? 
~ J a 


TO RETAIL PROFITABLY at . 
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WRITE or WIRE TODAY! 


Learn “how” and “why” 

_ Betty Barrett can build your 
business to new “highs” 
and KEEP it there! 


e™ Mee 
™ ‘ 


T, EY. * division of General Shoe Corp 
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The shoe industry has a tremendous duty to perform in keeping the feet of America active, comfort- 
able, healthy, and free from weariness. Never, since the beginning of the era of mechanical trans- 
portation, have the American people depended so completely on their feet. 

Foot troubles slow down the war effort. Feet that stand for long hours, supporting men and women 
at assembly lines, behind counters, on the street, must be kept young, supple, in good condition. 
Old style bulky arch supports are out of place in America's war-time footwear. 


ARCH CRADLE CONSTRUCTION 


enables shoes to support active, working feet comfortably and healthfully. Adding nothing to a 
shoe's weight and being easily adapt- 
able to regular lasts, patterns, and 
making-machinery, AR CH CRADLE 
CONSTRUCTION offers a simple, sure 
method of adapting war-time footwear 
hog — = rey who must de- 
on their feet for transportation 
and work. 


For complete information, write to 
THOMAS TAYLOR & SONS INC. 


HUDSON MASS. 
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THE LAST, foundation of shoe line and form, 
is a determining factor in the interpretation 
of style. At the United Last Company’s New 
York Style Studio, an experienced staff keeps 
alert to the trends in shoe styling so that 
United last service to the shoe industry can 


be constantly up to the minute. 


What are the latest style indicators? 
From the heart of the nation’s shoe style 
center, veteran Bill Burger reviews to- 
day's fast moving events, notes changes 
which may affect last and shoe design. 
Many shoe men seeking guidance in the 
decisions before them find his 38 years 
of practical experience in the last and 
shoe industry give valuable support to 
his views. 


What heel heights are going to head 
the list? How are upper patterns be- 
ing affected? Between trips into the 
field, Lloyd Brown (BROWNIE) finds 
these and a dozen more questions on 
the lips of shoe men visiting New York. 
His answers, based on a keen obser- 
vation of current style demands, are 
-_ full of timely, useful style information, 


‘ PN we oe 


On your next visit to New 

York make a call at the Style 

Studio, Room 503 Marbridge 

Building ... you will find it 

worth while. The number of UNITED LAST COMPANY 
visitors to the Style Studio 40 FEDERAL STREET, BOSTON, MASS 

has increased substantially ; 

each year since 1939 when 

this advisory and last styling 

service was instituted. 
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HEELS THAT CAN DIG INTO THE JOB 
without scuffing 


\ 


Lizard effects 10 match shoe or trim ; White kid effects are stainless 











Available on all fast-selling heel shapes 


DU PONT AMeuffless “PYRAHEEL” 


REG. U.S. PAT. OFF 


. good defense for women who walk and work 
. .. the shoe man’s Conservation story 





Shoes have new jobs. They've gone to war with the women’s 
army. Heels are hitting machine pedals . . . hurrying across 
factory yards . . . running ambulances . . . climbing hospital 
stairs . . . bracing hard against office chairs. Heels now work 
as they never worked before. ***Are your shoes equipped 
with heels that can take it? Specify Du Pont “‘Pyraheel” 
plastic heel covering. No scuffing. No fading. No staining. 
Scuffless ‘“Pyraheel” gives a hard, rock-like click when you 
tap it. It wears like a rock, too—and saves leather. 

NOW AVAILABLE .. . twelve fashionable leather grains, 

including built-up leather effects ... high or low shapes 


for style or duty needs . . . a full range of popular col- 
ors. It’s a-consumer service story. Shout it. 


‘ 


E. I. DU PONT DE NEMOURS & CO. (INC.), PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 
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Health Spot Shoes 
“JOIN THE COLORS” 


There’s a part for everyone in this battle for a final Victory . . . and 
Health Spot Shoes are right in step. 


A large part of our manufacturing facilities are being turned over 
to Navy Shoe production, and we are glad to be able to make this 
contribution to the War Effort. We shall do our best to fulfill our 
contract to the satisfaction of Uncle Sam. 


To conserve material and labor, Health Spot Shoes for civilian use 
must be made to reach as far as possible. Our new Victory Catalog 
offers a shorter line, but the essential best-selling numbers have 
been retained. By standardizing on these fewer styles, it is going 
to be possible to satisfy the greatest number of customers. 


Custom shoemaking is being discontinued entirely for the duration 
of the war because it requires too much precious time that can better 
be utilized in producing extra pairs of standard numbers. 


This decision to concentrate our production on fewer styles and 
elimjnate custom shoemaking will enable us to serve capably and 
adequately those dealers who have given us satisfactory representa- 
tion in the past and whose patronage we value highly. 


MUSEBECK SHOE COMPANY 
Danville, Illinois 
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housands of shoes a day 
hat never go on sale! 


It’s INTO the battle line toward victory for them! 


You’ve heard about the need for planes, for 
tanks, for ships. But you haven’t heard much about 
shoes. The shoe industry has delivered the goods 
from the very beginning. 

We're proud to be such a vital part of an industry 
responding so quickly. 

Our hats are off to our employees, to our sources of 
supply. Our faith in quality standards is unshaken. 
That faith expressed in our plans of operation, 
enabled us to shift quickly into the manufacture 
of shoes for the armed forces. Uncle Sam’s speci- 
fications closely conformed to International’s. 


Yes, we are making many thousands of pairs every 
day that never go on sale. We're at war. We've gota 
job to do and we are doing it... proudly...and grimly. 


We’re looking to the future with confidence, too. 
Confident that it pays to build good shoes... the 
kind that have welded our customers to us, and 
their customers to them. 


Inteenational 


SAINT LOUIS 
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Voice of the Trade 

| Am on American 

Shoes and Leather in the Nation's Service ... 
Shoes for the Armies of Freedom 

Shoes for the Navy, Marine Corps and Coast Guard 
The Part Shoes Play in Civilian Defense 
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Autumn 1942 . . . America is 
on its feet, shoulder to the 
wheel, working and fighting. 
Meanwhile Miss America 
knows the spirit building value 


in wearing exhilarating shoes 
that are especially comfortable 
with their ingenious, pleasant- 
to-wear top line treatment. 


3056-1 

Castle Pattern 

Black Suede 

Top-Line Treatment U. S. Pat. No. 2,240,816 
141 Last 22/8 Heel 
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HowARD P. HILDRETH, of the 


Mohawk Carpet Mills, Inc.; Am- 


sterdam, N. Y., says: 

“Independence Day as a sym- 
bol has endured throughout the 
years of this Republic. That it 
will endure throughout time is be- 
ing written right now—even as we 
observe this Independence Day— 
with the blood of American man- 
hood on battlefields all over the 
world. 

“In other words, the symbol is 
no longer a_ strictly American 
symbol, It has become a world 
symbol—an expression of hope 
for those conquered peoples who 


<jUlye< 
Te 


are being crushed under the heel 
of despotism. 

“In short, we are fighting for 
the right to continue to observe 
Independence Day as a symbol of 
American freedom and equality. 
But we cannot be selfish about 
this freedom and equality. These 
are not qualities to which we can 
claim exclusive ownership. They 
belong to all peoples and if we 
can be instrumental in bringing 
freedom and equality to all peo- 
ples—conquered and conqueror 
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JULY 4, 


1942 


the 4 ace 


alike—then we can truly say that 
we have done a good work. 

“So, let us make Independence 
Day more than a symbol. Let 
us make it a Gospel—our Gospel 
for world preservation.” 

x * * 
BEN PHELPS, of Shreveport, La., 
datelines his letters: 


“One Day Nearer Victory.” 
x**e 
GOSH- ISEA 


REAL Business 
MAN } 





SHOE shining and shoe repairing 
come under O.P.A. in a separate 
ceiling with special provisions to 
meet the distinct price control 
problems involved. 

“Those who render these con- 
sumer services have an important 
war-time public duty. They are 
asked as a matter of duty to abide 
by rules laid down by their Gov- 
ernment for the common good. 
They are asked as a matter of 
duty to abide by a standard of 
prices similar to that laid down for 
the sellers of commodities—ceil- 
ing prices at the highest levels of 
last March. 

While retail sales of services are 
the focal point of this regulation, 
the new order goes beyond the re- 
tail level by defining a “consumer 


service” as “any service when sold 
to an ultimate consumer other 
than an industrial or commercial 
user, whether sold directly or 
through any other person to such 
ultimate consumer, or integrated 
with further servicing sold to the 
person with whom such ultimate 
consumer contracts.” 


x * * 


DR. MERLE FAINSOD, Director 
of the Retail Trades and Services 
Division, Office of Price Adminis- 
tration, spoke at the 1942 mid-year 
convention of the National Retail 





Dry Goods Association and said: 

“The notion that OPA is hostile 
to retailers is one that I find hard 
to understand. I can remember the 
time not so long ago when, because 
there was no retail price control, 
manufacturers who were price con- 
trolled were accusing us of special 
favoritism to retailers. 

“The idea that OPA doesn’t trust 
retailers seems to be based on ru- 
mors that have been spread in the 
last weeks that OPA is about to 
build up an army of one hundred 
thousand—sometimes the figure is 
125 or 150 thousand — ‘snoopers’ 


21 





who will spend all their time check- 
ing retail prices. 

“The best answer to any rumor 
is always fact. As business men 
you want facts, and I would like to 
give them to you. OPA has been 
given a pretty big job. That job 
covers three main lines of activity 
(1) rationing, (2) rent control and 
(3) price control at all levels, manu- 
facturing, wholesaling and _ retail- 
ing. 

“To do that job effectively takes 
personnel. The total inspectoral 
staff for the whole of the United 
States and territories is not 100,000 
but 6,000. 

“I believe I know the thinking 
that goes on in OPA and the notion 
that all this is part of a sinister plot 
to impose a permanent strait-jacket 
on the American economy, would be 
laughable if it were not tragic. I 
know the personnel of OPA. I 
don’t think it would be an exagger- 
ation to say that 90% of them come 
out of business and are expecting 
to go back into business when all 
this is over. Many of them have 
come to work with us at a great 
personal sacrifice.” 


x * * 


HOWZABOUT SOME ADVERTISING 
SPACS ? | Ss 





DR. WILFORD L. WHITE, Chief 
Regional Research Unit, Bureau of 
Foreign and Domestic Commerce, 
U. S. Department of Commerce, 
says: 

“Never was informative adver- 
tising needed so much as right now. 
Within the past year, every sin- 
gle person in this country has been 
personally affected by our war ef- 
fort. New problems have arisen, 
many of which were never con- 
templated. 

“Institutional advertising is on 
the increase. Institutional adver- 
tising, if properly done, plays a 
very important part in preparing 
for the post-war period. A recent 
advertising headline read: ‘No 
manufacturer can afford to enter 
into the post-war period without 
all the good will he can possibly 
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lay up.’ Recently, many of you 
saw in the newspapers that the 
automobile plants in Detroit sold 
their dies for junk. They con- 
verted their factories for war pur- 
poses. What have they left? Noth- 
ing but good will. After the -war 
is won that good will they are main- 
taining obviously will stand them 
in good stead. The good reputa- 
tions of large and small manufac- 
turing and distributing firms must 
be kept in the minds of consumers 
when selling comes into its own 
again after the war. Brand names 
fade out of public consciousness 
fast if they are not kept alive 
through advertising. If the ulti- 
mate consumer approaches his post- 
war buying spree without the 
names of well-known and respected 
companies and products to aid him 
in making his selections, he will 
waste millions in experimenting on 
new products.” 


x * * 
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MAXWELL FIELD, Executive Sec- 
retary of the New England Shoe 
and Leather Association, says: 

“For 18 consecutive months, out- 
put of the shoe industry has con- 
tinued at unprecedented peak lev- 
els! The official 1941 production 
total of all shoes and slippers 
amounting to 498,381,625 pairs 
was an all-time high for the indus- 
try. And the latest United States 
Census reports of shoe production 
for the first four months of this 
year of 170 million pairs was 5% 
higher than output in the corre- 
sponding period a year ago, al- 
though this increase was due solely 
to increased manufacturing of mili- 
tary shoes for the armed forces, 
which has expanded two and a half 
times over the 1941 rate. The 
magnitude of government orders is 
reflected in the fact that it already 
represents one-third of men’s civil- 
ian shoe output. 

“It is our estimate that the de- 
cline in shoe production for the 


balance of the year will continue 
at a progressive rate and that total 
production will approximate 425 
million pairs of shoes, of which 
45 millions will be military shoes. 

“In conclusion, shoe production 
has progressed for the past year 
and, a half at record-breaking levels 
but a reversal of this trend is now 
indicated. Output for the last half 
of 1942 of civilian shoes is ex- 
pected to be sharply lower, and that 
of military shoes to expand greatly. 
However, because of ample shoe 
stocks no shortage of shoes for the 
consumer is expected at any time 
this year—and with a continuation 
of present leather inventory and im- 
ports of hides, no shortage should 
prevail next year as well.” 

xx«r* 


H. BENTLEY YOUNG, past presi- 
dent of the Dallas Sales Managers 
Club, says: 

“Mere possession of wealth and 
the reckless spending of it will not 
win the war. We can’t buy vic- 
tory. We must earn it; earn it by 
efficiency not only in our armies 
and on our ships but in our fac- 
tories, our organizations and in 
our very homes and lives. Person- 





ally, I look to the day when Ameri- 
cans take it for granted that every 
able-bodied male owes military ser- 
vice to his country—and the pay 
of soldiers and post-war bonuses 
and pensions not be the matter of 
political concern it now sometimes 
is. And, most of all, I look to the 
day when reports on our war ef- 
fort are not made in terms of bil- 
lions of dollars spent; but progress 
be measured by the number of 
planes, guns and tanks actually 
produced and troops trained. 
“Whenever inefficiency adds a 
dollar of cost to the war effort, our 
citizenship is burdened by that 
much additional debt. Staggering 
problems will be imposed by that 
debt as such. But the insidious 
problem will arise. from the fact 
that, just as an individual loses his 
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independence and a business ven- 
ture be beholden to its creditors to 
the extent either is burdened by 
debt, so will a debt-ridden citizen- 
ship lose its freedom and be be- 
holden to masters it did not realize 
it was choosing. The last war 
changed us from a debtor to a credi- 
tor nation. This one will involve 
us financially with ourselves, and 
that fact conceals the dangers of 
the involvement.” 


J, 1. MEYERSON, of Oklahoma 
City, says: 

“Our economic freedom depends 
upon our freedom of selection, our 
right to sell and buy products of 
our own choosing, without restraint 
and without penalties. Advertis- 
ing, I believe, is the only guardian 
of this free enterprise. It is in- 
herent to the preservation of the 
competitive economy which built 
the United States. I believe that 
advertising is the only assurance 
we have that, after the war, we 
will not fall prey to some ‘ism’ 
which will aim to perpetuate the 
restrictions and regulations we 
have patriotically accepted as war 
measures. 


“Despite standardizations, allo-* 


cations, priorities and price con- 
trol, I believe that advertising can 
keep alive the goodwill, the con- 
sumer preference, the memory of 
freedom of selection during the 
war so that, when the last shot is 
fired, we may swiftly convert our 
controlled war economy to one of 
normal freedom of economic op- 
portunities for all business.” 


x *«* 


| N -an address delivered recently 
before the Advertising Club of Bos- 
ton, Milton M. Gair, who owns and 
operates a clothing store in the city 
of Redlands, California, delivered 
himself of an whole-hearted en- 
dorsement of nationally advertised 
merchandise (including shoes) as 
opposed to private brands. 
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“I confidently say,” he declared, 
“that the capital structure of those 
who have backed up a good product 
with national advertising and have 
suggested a resale price which is 
competitive and yet permits their 
outlets to make a fair profit, has 
always been better than that of 
those makers who have not chosen 
that policy.” 

Mr. Gair made it clear, on the 
other hand, that he believed in the 
right of any retail organization to 
promote its own private label “as 
long as he does not hit the ‘label 
investment’ of others below the belt 
in his advertising and in his point 
of sales talk; and as long as he 
pays his sources of supply a [air 
profit and does not insist on inside 
prices. 

Hitting at the practice known as 
“loss leadering,” he argued that 
good merchandising should involve 
seeing to it that every commodity 
sold bear its fair share of the over- 
head, and be priced to include that 
share. “Cost cutters,” he said, “are 
constructive thinkers; profit cutters 
are destructive thinkers.” 


x* * * 
MAJOR F. W. NICHOL, vice. 


president and general manager of 
International Business Machines 
Corporation, said in Dallas, Texas, 
recently : 

“Today, we must think, not of 
hours and dollars, but of minutes 

















and pennies. I should like to for- 
get the term ‘man-hours’ for the 
duration and think in terms of 
‘man-minutes.’ Today each one of 
us should be a minuteman in the 
truest sense of that term. As the 
amount of time saved behind the 
lines is increased the number of 
lives lost in the lines is reduced. 
“Some companies with courage 
and vision are now using their 
sales forces to do many things 
which they never had time to do 





before. The head of a big com- 
pany, looking ahead to the time 
when his sales force is going to 
be the most important part of his 
business again, said recently: 
‘Don’t let the dollar sign obscure 
your view of the future, and hang 
onto your salesmen as long as you 
can.’ One of the greatest indus- 
trialists in this country, who wields 
tremendous influence, said to me: 
‘I would cut my dividends before I 
would let my worthy salesmen go.’ 
Of course, all companies simply 
cannot maintain their sales forces 
intact, but many of them are try- 
ing to, while others are retaining 
as many as they can.” 


“How about a light, flexible sole on this pair, Buddy—i'm due at a dance tonight.” 
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by E. B. TERHUNE 
President, BOOT & SHOE RECORDER 


The accompanying article was published as a full page feature 
in the May !st issue of Printers’ Ink. It has caused much favor- 


able comment, and is reprinted here, by courtesy of Printers’ 
Ink, at the suggestion of many Recorder readers. 


| AM AN AMERICAN. 

Just one of a great number of ordinary, hard-working, 
fairly conscientious middle-class citizens who have 
grinned, groaned, and growled through twenty-five years 
of war, near-peace, and more war—ups and downs, 
booms and busts. ; 

These years have affected me directly and indirectly, 
perpendicularly and horizontally, positively and nega- 
tively, specifically and generally, with and without. 

I have been bombarded, deluged, overwhelmed with 
charts, statistics, graphs, and opinions from economic 
card-readers, congenital star observers and neurotic 
crystal gazers in forty-eight different states and ninety- 
nine different languages. 

I have been Kiplingered, Babsoned, Ayred, Galluped 
and Brookmired until I am well-nigh cuckoo, groggy, 
cockeyed and flambolluxed. 

My mind has been open, receptive and flexible to 
every new thought, principle, philosophy and panacea 
for human ills and ailments. 

And now, to cap the climax, I have had it projected 
into my feverish brain that it’s a grand and glorious 
condition to be poor again; that there’s a real thrill in 
discovering how much you can get along without and 
how little you can get along with; how much more in- 
teresting and odoriferous a B. M. T. subway is than a 
luxuriously upholstered Buick; or a 10-cent movie on 
Third Avenue than the perfumed cinema palace (94 
cents) on Broadway; how proud I should be to display 
that 1937 tailor’s label in the inside pocket of my old 
grey suit; how good a job Pietro Bambino can do in 
resoling my old shoes for $2.25. 

But, brother—and here’s where I come out of the 
ether—I want to tell you it’s all plain boloney! 

Of course, we are in a war—who the hell thinks other- 
wise—and we have got to make sacrifices, more sacri- 
fices and still more sacrifices, until we have bombed the 
vicious forces of Hit, and Muss and Hiro off the face 
of the earth. 

We have got to buy bonds, and more bonds, pay taxes 
and more taxes, take cuts and more cuts. 

But, you and I and all the rest of us are accustomed 
to a high standard of living, and we will never be satis- 
fied with anything less than just that; and our rational 
dissatisfaction is the very motive power that is going to 
drive us on to prosperity again. 

Man, the human form, is constructed to move for- 
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ward. Man is the one living creature that is always 
dissatisfied with fixed conditions. 

He must move forward. 

Each day the rails of our great transportation systems 
are being worn down by the thousands of trains that are 
thundering in all directions. 

Each day the motors of millions of automobiles that 
are speeding along our highways and byways are be- 
coming worn down and out and approaching obso- 
lescence. 

Each day, the sun and wind and rain and snow are 
beating upon our roofs and causing deterioration and 
decay. 

Each day the pots and pans and kettles and things 
under those roofs are falling prey to the ever-active 
tyrant—Wear. 

Each day, the coats and suits and stockings and shoes 
of 130,000,000 restless people are falling upon evil days. 

Each day, new babies are being born to be fed and 
clothed and cared for and educated up to their three 
score and ten years of existence. 

Each day, the requirements of our people are getting 
heavier and the vacuum of replacement greater. 

Each day we are nearer the ending of the War, the 
beginning of Peace—and the overwhelming reconstruc- 
tion period which will follow. 

In my own case; in order to replenish the old darned 
sock, I intend to carry out the following program: 


| AM determined to keep my chin up and my grin 
intact; to pay my individual share of the war’s cost 
with courage, confidence and conviction; to do a little 
better job; to make my business render a greater and 
broader wartime service; to shout my wares from the 
house tops in spite of War’s raucous din. I shall en- 
deavor to be a useful cog in the economic wheel; I shall 
to the best of my ability help the other fellow get on 
his feet again. I shall punch the schnozzle of the pessi- 
mist and the slanderer of good times. I shall once again 
dare to look and march forward. 

And for all of this I shall expect—and get—a cleaner, 
finer world in which to live and a better reward for 
my efforts. ; 

Then I can go places and do things. 

All of which I insist upon— 

BECAUSE I AM AN AMERICAN! 






Boot and Shoe Recorder 








SHOES two LEATHER 


IN THE NATION’S SERVICE 


INDEPENDENCE DAY! Firecrackers, parades, martial music... marching 
feet, the roll of drums, oratory on the village green . . . picnic parties, games 
and sports, soaring rockets against a midnight sky. That’s the great American 
holiday in peacetime. This year it’s another kind of Fourth of July. For America 
is at war. War for the survival of democracy, civilization and the American way 
of life. War to protect, for coming generations, the happy, friendly, free and 
tolerant way of life that all Americans cherish. America must win this war. 
America will win it by the daring, courage and initiative of American youth, 
backed by the sacrifice and devotion of the American people. But total war calls 
for more than the courage of American manhood. It calls for munitions, machinery, 
materials and equipment. Governments assemble armies, navies and air forces, 
but Industry provides and equips them. The American shoe industry is proud 
te play its part, to bear its burden and render its sacrifice . . . in the Nation’s service. 











AN ITEM-BY-ITEM discussion of the types of leather 
boots and shoes used by the United States Army is 
hazardous because, as this is written, the Army is re- 
ported to be developing a plan which will considerably 
curtail the number of types to be bought in the future, 
and which will result, furthermore, in the imposition 
of a price ceiling beyond which the Army will not go 
in its purchases. Furthermore, expert shoemen at- 
tached to the Quartermaster Corps, and other shoe 
experts attached to the War Production Board, are 
serving as the nuclei of experimental departments from 
which developments of a sweeping nature may be ex- 
pected. Theirs is the job not only of determining the 
types of footwear to be used but the materials of which 
these boots and shoes are to be made. 

Take the service shoe as an example—or, rather, 
take the soling material which has been used to date 
on that shoe, since the upper stock, the familiar re- 
tanned side leather made to rigid specifications, has 
not been changed. The first of these high shoes to be 
bought were made with leather soles and heels. The 
outsoles were nine irons or better, cut from oak or 
union tanned leather of the best quality. Slip taps were 
seven irons in thickness; innersoles from 6 to 7 irons. 

Then, following a long series of experiments, the 
Boston Quartermaster Corps, where all army footwear 
is contracted for, began asking for alternate bids on 
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Durability is of supreme importance 
in the making of Army shoes, which 
must be built to withstand the tough- 
est kind of usage on the roughest, 
most uneven terrain. The Army con- 
ducted careful experiments before de- 
ciding types of service shoe bottoms 
worn by its soldiers in World War II. 


shoes with leather soles and shoes with corded com- 
position rubber soles. Assumptions at that time that 
this was an economy move were met with statements 
that this was not the case; rather, the Army was seek- 
ing more durability and was determined to get it. In 
the meantime, confirmation of this came when bids were 
asked on huge quantities of leather taps or half-soles 
with which to supply the post and mobile shoe repair 
units which by then were an integral part of the army’s 
supply activities. 


WHILE this type was being purchased in huge quan- 
tities, experiments were being conducted to determine 
the durability of still another type of service shoe 
bottom—a lighter-weight outsole on which was im- 
posed a tap of rubber composition. This, known as 
Service Shoe Type II, is the one being bought today 
and it is the impression among manufacturers that the 
Army plans to concentrate on this shoe bottom unless 
the supplies of rubber in this country become so low 
that another change is forced. If it is, you can rest 
assured that the Army experiments will be ready with 
something else. The number of orders being placed 
for small lots of service shoes have given rise to all 
kinds of sole rumors—most numerous being artificial 
rubber of every kind. Rubber heels were standard 
equipment in the early days of Lend-Lease and “De- 
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FOR THE ARMIES OF FREEDOM 


fense.” Now, at least some shoes are being made with 
leather heels with metal plates to insure longer wear. 

Another example of the flexibility of the Army pro- 
curement plans is seen in the design, purchase and then 
abandonment of the garrison shoe. This was a dress 
leather, blucher oxford made over a round-toed, me- 
dium dressy last and designed for wear as an off-duty 
shoe. The theory at that time was that both enlisted 
and drafted men, newly come from the ranks of the 
civilian populace, would be more comfortable if, for 
a time, at least, they were permitted to wear shoes more 
nearly resembling in weight and flexibility the type of 
shoe they had worn before entering the Army. 


THIS shoe seems to have had a checkered career. In- 
tended originally, as already mentioned, for the en- 
listed men to wear while off duty, the Army later began 
to issue them to airplane mechanics, military police 
and hospital troops where it was quickly found that 
they would not, because of their lightness, stand up 
under the wear they were getting. After announcing 
early in the 1942 that the footwear-buying program 
contemplated the purchase of about 500,000 pairs a 
month beginning in June of this year and continuing 
for several months, a decision was reached to abandon 
it entirely and turn over the balance on hand to air 
corps cadets. Official announcement of this abandon- 
ment was made by A. J. Spring, shoe adviser to the 
Quartermaster General at the Victory Dinner staged 
January 28 in Boston by the New England Shoe and 
Leather Association. 

Other types of shoes which have been discontinued, 
insofar as further placing of contracts are concerned, 
are the low-quarter tan shoe for enlisted men and the 
so-called “flying cadet shoe.” The former, as described 
in a release from the office of the Quartermaster Gen- 
eral, was a plain toe, blucher oxford with a sturdy 
single sole, a half-rubber heel and with leather quarter 
linings—a shoe very similar in type and appearance to 
those worn by officers for garrison duty. Discontinu- 
ance of this shoe, it is said, was an attempt to lighten 


In this war the Army has to provide types of 
shoes for soldiers to wear in tropical lands, in 
arctic climates and in various highly special- 
ized branches of the service, such as parachute 
troops, mechanized divisions and Air Corps. 


the burden of the enlisted men who, it was felt, already 
had enough equipment to care for. Also the training 
process was being speeded up and the opportunities for 
relaxation in low shoes of lighter weight were cor- 
respondingly decreased. 

The “flying cadet shoe,” comparatively few of which 
were ever purchased, also was an off-duty shoe. It was 
a black calf leather oxford with rounded toe and a me- 
dium straight inside line—pretty much the type which 
is worn by a majority of conservative business men. 

It will be seen, therefore, that the Army procure- 
ment plan is undergoing a change and has been for 
some time. Types are fewer than they were and will 
be even fewer, if rumor is to be believed, than they are 
now. The reason for this is certainly not that the Army 
is jumping from one type to another without reason. 
Rather what we have seen to date is a process of intel- 
ligent experimentation designed to get the best foot- 
wear for specific and widely diversified uses. The 
Army of today is an army of specialists. Furthermore, 
the Army of today is being equipped to fight in almost 
Different kinds of army jobs 
Different climates 


every known climate. 
require different types of footwear. 
require varying degrees of foot protection. 


( ONSIDER Army boots, for instance, approximately 
half a dozen different kinds of which have been bought, 
many of them in small quantities; some in larger quan- 
tities. One of the first to put in an appearance was a 
full-length boot of retanned side leather, very similar 
to work shoe elk but somewhat softer. This laced all 
the way to the top and was issued to enlisted men in the 
cavalry. So laced, it was not the most sightly piece of 
footwear in the world. There was a natural tendency 
to gap; also, it took a long time to lace it up properly. 
So the experimental section of the Quartermaster Corps 
took hold and evolved what has come to be known, 
when bids are being sought, as “boots, leather, legging 
top.” This is one of the most ingenious bits of pattern- 
making the Army has ever had in its wardrobe. It is 

[TURN TO PAGE 75, PLEASE} 











No Navy in the world is better shod than that of the 
United States. In fact, there are comparatively few 
civilians who habitually buy shoes of better materials. 
There are none who are better fitted and, it may be 
added, none who know more than the American blue- 
jacket about taking good care of good shoes once they 
have been acquired. The Navy, however, does not go 
in for the variety of specialized footwear types used by 
the United States Army; nor does the United States 
Coast Guard, shoes for the enlisted men of which are 
furnished by the Navy. 

Only two types of leather shoes are bought—a high 
shoe and an oxford—both identical insofar as materials 
specifications are concerned. A few arctics and over- 
shoes and gymnasium shoes of heavy duck with white, 
corrugated rubber soles for wear during the conduct 
of sports programs afloat or ashore, complete the foot- 
wear picture. 


IT is with the oxford that the trade is mostly con- 
cerned, since about 75 per cent of all footwear pur- 
chases is confined to this type. This shoe, as well as the 
high shoe already mentioned, have been described as 
“a combination work and dress shoe of the blucher type 
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with leather box toe and plain tip. The uppers are 
made from the best grade black chrome calfskin of 
plump medium weight; the outsoles are either 9 to 10 
iron or 10 to 11, depending on the size of the shoe, 
and the insoles are 6 to 6 irons.” 


THE specifications distributed by the Navy to contrac- 
tors go even farther and state not only the upper mate- 
rial which is insisted on, but also what grades and types 
of leather will not be accepted—‘Side leather and skins, 
with the grain buffed, commonly known as ‘snuffed or 
corrected.’ ” 

Nor is there any room for quibble in the specifica- 
tions laid down for shoe bottoms. Smaller sizes of Navy 
shoes take lighter soles than do the larger sizes. The 
break comes at size 844. From 3 to 8, the outsoles are 
from 9 to 10 irons in weight; from 84% to 14, inclu- 
sive, they are stepped up to from 10 to 11. The Navy 
specifies “Oak or union tanned leather, made from 
green salted hides of best quality, full tanned with the 
best materials.” At the discretion of the inspectors, sta- 
tioned in every factory which acts as a Navy shoe con- 
tractor, soles “having other than a clear appearance 
which will not affect shoe serviceability will be accepted ; 
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however, soft soles, or those with yellow streaks indi- 
cating slack tannage, or soles cut from bellies, shoul- 
ders, heads or flanks, will not be accepted.” 

Box toes, counters and insoles are required by the 
Navy to be cut from oak or union tanned stock from 
shoulders, bellies and, in some cases, shins, in which 
respect they differ in no way from the selections used 
not only by manufacturers of good grade civilian dress 
shoes, but also by the makers of the more expensive 
work shoes. 

This is what the Navy has in mind when it refers to 
Navy shoes as being a combination of work and dress 
footwear—which is just exactly what they are because 
they must survive any amount of hard usage without 
losing their dressy appearance. In the early days of 
what we once referred to as “our defense effort,” it 
was not uncommon for civilians and even a few manu- 
facturers to voice the complaint that specifications laid 
down for the upper stock used in Navy shoes might well 
be modified in order to avert the disappearance from 
the civilian market of all the best grades of calf leather. 

While that complaint died a deserved death some 
time ago, nevertheless interest in the Navy’s selection 
of calf leather remains high. Behind this choice there 


COAST GUARD 


is a very good reason—several, in fact. In the first 
place and within a limited area, the enlisted men of the 
Navy are tremendously active, and much of this activ- 
ity involves going rapidly from one deck to another. 
United States warships do not have broad, carpeted 
stairways. Flexibility, therefore, is a decided asset 
when quickly traversing the steel ladders. It makes for 
sure-footedness. Durability is another concomitant— 
so is the ability of the leather to withstand the quickly- 
changing degrees of humidity met with at sea, and the 
ability, furthermore, to withstand the effect of the sud- 
den change of temperature experienced, for instance, in 
descending from the breeze-swept top deck to the super- 
heat of the engine room. With all these requirements 
in mind, plus the natural desire of the Navy to have 
shoes which will take and retain a high polish, it will 
be seen that calf is the only logical choice. 

When he first enlists and is accepted, the American 
bluejacket is given one pair of oxfords and one of high 
shoes—the latter worn frequently on those occasions 
when he wears canvas leggings over his trousers. Sub- 
sequent replacements of the shoe wardrobe are charged 
to the men on the ship’s book of accounts. 

[TURN TO PAGE 87, PLEASE] 
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Good Feet Are Just as important for Civilians as for Soldiers, Especially for Civilians 
Doing Their Bit for Their Country at War. The Right Shoes to Give Maximum Comfort 
and Efficiency Are in the Market. Soft, Flexible, Sturdy and Well-Made, They Are Just 
What Is Needed in Leathers, Constructions, Colors and Styling for Defense Activities. 
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THE PART THEY PLAY IN 
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The Right Shoe Is Just as Important to the Civilian Defense 


Worker, Whether Uniformed or Not, as to the Soldier or Sailor 


RETAIL shoe stores this Summer find their business 
profoundly affected by the fact that every day sees more 
men and women in active service abroad; more men 
and women in civilian services on the home front. 

It is these men and women on the home front that 
most closely concern you as shoe merchants, especially 
in your women’s business. Many women do not have in 
their wardrobes the kind of shoes they need for the work 
they are now doing. They need suitable shoes for air 
raid warden duties, motor corps and canteen work and 
for a dozen other wartime jobs, including first aid 
classes, courses in nutrition, etc. Unlike the men in the 
armed forces and the Women’s Army Auxiliary Corps, 
they are free, within certain limitations, to select what- 
ever shoes they like for their war work. 

Even within the regulations imposed by some of these 
volunteer organizations, there is still considerable free- 
dom of choice. Walking height heels and oxford types 
are basic requirements in the American Red Cross 
Volunteer Services and the American Women’s Volun- 
tary Services. The Red Cross requires black shoes, ex- 
cept for the indoor nurses’ shoes. The A. W. V. S. speci- 
fies brown and the oxford must be tongueless. The Office 
of Civilian Defense has no requirements, but most 
women in uniform choose brown oxfords. Regulations 
regarding shoes in the other organizations mentioned 
are only for women wearing uniforms. 

The importance to your business of these three major 
organizations for volunteer civilian war work can be 
measured by their rapid increase in membership in the 
past few months. In the O. C. D., for instance, national 
enrollment as of Jan. 1 was 3,516,600. By April 1 this 
had increased to 7,286,158, or nearly double. The total 
figures in both cases include men as well as women. 
In the Civilian Protection Branch 400,000 women are 
enrolled as air raid wardens, auxiliary firemen and 
policemen, drivers in the motor corps and members of 
decontamination squads. In the Civilian Mobilization 
Branch more than 800,000 women are enrolled for can- 
teen work, child care, etc. 

The July, 1941, national figures for the American 
Red Cross show a total of 1,079,393 in its nine volun- 
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teer services as against an estimated total of between 
two and two and a half million as of July 1, 1942. These 
figures represent both men and women workers, but by 
far the majority are women. National figures for the 
American Women’s Voluntary Services show an enroll- 
ment of 125,000 before Dec. 7; 250,000 in round num- 
bers as of today. There were 235 units before Dec. 7; 
448 today. New units are constantly being opened in 
new states. The present representation is 30 states and 
Alaska. 

Add to the workers in these organizations the hun- 
dreds of thousands of women working in offices, stores, 
hotels, factories and their own homes. They include 
women who are doing women’s work and a constantly 
increasing number of women doing men’s work. Every 
one of them needs suitable shoes and you have the shoes 
they need. 

You have walking type and feature shoes; low-heel 
pumps and slipons and two or three-eyelet ties which 
are a little lighter and dressier than the walking oxfords 

[TURN TO PAGE 78, PLEASE] 








FROM the time when early man first learned that the 
hides of animals killed for food could be used for 
clothing, leather’s place in the scheme of life was as- 
sured. In normal, peaceful times it has become one of 
life’s necessities; its place in war has come a long way 
from the crude sandals, scabbard and buckler of early 
warriors to present military needs for armies of mil- 
lions of men. As new phases of modern warfare are 
developed, so too, do the uses of leather become more 
diversified. 

The present war has put the greatest demand on this 
country’s leather industry that it has ever experienced. 
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Last year, before this country became involved in a 
total war effort, military requirements for footwear, 
gloves, leather clothing and the many 
laneous items of equipment made wholly or in part of 
leather, called for between two and two and a half 
million cattlehides, some six hundred thousand calf- 
skins, three million shearlings, several hundred thou- 
sand goatskins and about a half million horsehides. In 
1942, under active war conditions, stepped-up mili- 
tary requirements show every indication of more than 
trebling the quanties of leather needed, taking into 
consideration our own army of nearly ten million men 


other miscel- 
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and also our policy of supplying the military needs of 
our allies. 

As must be the case in an all-out war effort, military 
needs take precedence over civilian requirements. 
Under our rapidly expanding war program, civilian 
use of leather will, of necessity, be considerably cur- 
tailed, due of course, to the routing of a large part of 
our leather supply to military uses and also because 
of the uncertain shipping situation. 

Taking cattlehides as a working example, this coun- 
try can rely on approximately 18% million hides from 
domestic sources, assuming that the rate of last year 
is maintained. In 194] our industry tanned almost 28 
million hides, imports making up the difference. Of 
this total, military requirements accounted for only 
some two or two and a half million hides, the re- 
mainder being absorbed for civilian use. This year, 
taking into consideration the increasing military need 
of leather and also the decreased imports, it can be 
readily seen that the amount of leather available for 
civilian use is going to be considerably less. 

This does not mean, however, that civilian America 
is going to have to go without adquate foot covering, 
even considering the fact that the government has re- 
served for military use 100 per cent of all sole leather 
meeting their weight and quality requirements. Dur- 
ing the past two years new records of shoe production 
were successively established. In 1940, more than 404 
million pairs were produced and this figure was topped 
considerably by the 194] total of 498,381,625 pairs. 
This means a big stockpile of shoes in wholesale and 
retail hands, plus those still in the factories. It is doubt- 
ful if civilians will feel anv real tightening up as far as 
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footwear is concerned for quite some time. At that, 
this country is pretty well off insofar as shoes and 
leather are concerned—a lot better off than in the case 
of many other commodities which have become neces- 
sary factors in our American way of life. 

As far as footwear for our armed services is con- 
cerned, it’s no military secret that ours is the best shod 
army in the world. Our soldiers have the most varied 
assortment of shoes for the various types of service, 
and we stock a range of some 142 sizes. To maintain 
this reputation and to see to it that our fighting forces 
do not lack proper and adequate footwear takes leather 
and lots of it. Our leather industry is geared to do the 
job and tanners themselves have taken the initiative in 
attempting to anticipate the government’s needs in 
leather, and in making certain that nothing interferes 
with its getting them. 

Tanners of calfskins and goatskins and various other 
leathers used in shoemaking, like the producers of 
heavier types made from cattle hides, have met their 
wartime responsibilities with a high degree of resource- 
fulness, and few outside the industry have any genuine 
realization of the ingenuity and effort that have had to 
be employed in making sure, for example, of the con- 
tinuance of an adequate supply of goatskins from the 
Far East under existing conditions. Sometimes it was 
necessary to provide the actual shipping and endless 
negotiations had to be carried on in Washington and 
with representatives of allied nations. Results thus far 
have been gratifying; what conditions may develop 
under the new import order lately put in effect, which 
makes the movement of the raw materials of leather 

[TURN TO PAGE 83, PLEASE] 
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How Rubber, Synthetics and a Multitude of Other Products 


Are Setting New Standards of Performance in Wartime Shoes 





Chemists already have developed a bind- 
ing agent for use in innersoles, which is 
said to answer all requirements and in 
which no rubber of any kind is used. 
Gums, waxes, resins and other Far East 
products are now made synthetically. 
Wool after the war may not be all-wool 
but something better. The Jap silk in- 
dustry appears to be already sunk. The 
shape of things to come will be deter- 
mined in a very large measure by scien- 


tists and through scientific research. 
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WARS have always been periods of scientific revolu- 
tion and history records no major war that has been 
followed by a 100 per cent return to those methods and 
those materials which marked the pre-war era. 

Only a few weeks ago a spokesman for the automo- 
bile industry announced that, with the end of the present 
war, people of the United States will see cars made 
almost entirely of plastics which, born years ago in 
some cases, have been suffering from arrested develop- 
ment until the metals shortage created by the present 
crisis made their use imperative. Auto bodies will be 
made of opaque plastic; tops of transparent material 
of the same kind. Mud-guards, fenders, hub caps and 
many other parts will be of plastic, also. We will look 
for the engine beneath the rear seat instead of under 
the hood. The cars will be many hundreds of pounds 
lighter; the gasoline consumption will be many times 
lower. 

At about the same time, Colonel George S. Brady 
of the Board of Economic Warfare, declared in an 
address made in New York City that Japan will never 
again revive her silk industry on its former basis 
because of the development of synthetic protein fibers; 
that it would be a mistake for wool manufacturers to 
go back to former methods after the war, as blends of 
wool with vegetable and protein fibers are superior 
to all-wool for many purposes; that synthetics have 
made us independent of imports of varnish, gums, 
resins, camphor, menthol and natural perfume oil, all 
formerly obtained from the now war-bound Far East. 

Rubber taps and heels are giving splendid service on 
U.S. Army shoes and helping to relieve the sole leather 
situation. 

These things are here to stay, not because nothing 
better can be had, but because they, themselves, are 
in many cases better than those materials for which 
they were substituted under pressure of war needs. 
The same is true of some materials now used in the 
shoe industry and those which at present are just below 
the horizon. 


Few people realize fully the attention which is being 
focused on scientific research in the leather industry and 
the part it will undoubtedly play in meeting the prob- 
lems of the war emergency. Speaking before the Amer- 
ican Leather Chemists Association at their convention 
in Columbus early last month, Merrill A. Watson, execu- 
tive vice-president of the Tanners Council of Amercia 
alluded to the fact that for many years tanners in gen- 
eral had taken a somewhat complacent pride in the 
knowledge that research was given just credit and held 
its due place in the industry, although much of the credit 
redounds to far-sighted individual firms who recog- 
nized the value of research in their policies and prac- 


tices. 


“THE shock of national emergency,” said Mr. Watson, 
“has transformed this business’ attitude toward science 
from the matter of course point of view to one of 
urgent dependence. This represents an opportunity for 
research and technical workers, an opportunity with 
some very long range implications. In certain progres- 
sive and rapidly developing industries the character of 
production has been fundamentally conditioned by 
research. The laboratory has not been merely an 
adjunct to the business, a testimonial of up-to-dateness. 
On the contrary, in these industries the laboratory and 
research have been the dominant factors in the enter- 
prise. Science has literally determined the role of 
business, indicated the prod- 
ucts, formulated production, 
and outlined markets. Scien- 
tific and research work in the 
tanning industry must grow to 
the same stature if we are to 
meet our basic problems, in 
war and in business, with any 
chance of success.” 

Plastics of one kind or an- 
other have been mentioned as 
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* Washington Newsreel * 


PERMISSION has been granted to shoe repair shops 
by the WPB Director of Industry Operations to use up 
their frozen stocks of heavy shoe sole leather, and buy 
additional supplies of similar qual.ty leather that deal- 
ers had on hand on May 22. This was authorized in 
Amendment No. 1, relaxing a provision in General 
Preference Order M-80 as amended, which ordered all 
heavy sole leather set aside for Government use. 

Specifically, the amendment permits shoe repair shops 
to use any whole stock (sides, backs, bends, crops, 
strips, shoulders, bellies, and belly centers) or cut 
stock of military weight and quality previously frozen. 

In addition, retail dealers of finders’ sole leather may 
distribute to shoe repair shops any finders’ type whole 
or cut stock of military weight and quality which they 
had on band on May 22. 


UNDER Order M-80, as amended, any person having 
whole stock, from which cut outer or inner soles of 
manufacturers’ or of finders’ type of military weight 
and qual.ty could be cut, was ordered to set aside such 
stock for sale te the Government or for delivery to sole 
cutters; or he was required to cut the whole stocks so 
as to yield the maximum quality of military leather. 

The amount of whole stock set aside by shoe repair 
shops and dealers in finders’ stock was small and widely 
scattered. Therefore, it was difficult for the government 
to collect this supply. Under the amendment, a large 
number of shoe repair shops will be aided, although 
the amount of leather which is released is relatively 
small in relation to the total annual amount used by 
shoe repairers. 

Leather of military weight and quality includes fine, 
semi-fine, imperfect fine, and No. 1 scratch grades in 
specified weights. 


* * ae 


No NOTEWORTHY progress in the concentration of 
Great Britain’s retail footwear outlets has been made 
although production of civilian footwear for the domes- 
tic market has been radically curtailed, the Department 
of Commerce reports. The Board of Trade has for- 
bidden the opening of new shops and the sale of goods 
not previously handled unless especially authorized, 
but this has not solved the problem. 

A second interim report of the Retail Trade Commit- 
tee pointed out that total supplies of leather shoes will 
be reduced about one-third during 1942 and that stocks 
are diminishing rapidly. The committee suggested vol- 
untary concentration or closure and recommended a 
plan of compensation for closed retailers. 
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Criticism of this report by the trade was based on 
the fact that responsibility for finding a place in the 
new centralized plan of distribution was left to the 
individual -retailer and because the Committee failed 
to offer a solution to counteract alleged advantages en- 
joyed by department and chain stores. 


PLANS are being studied in Washington for building 
up after-the-war markets for civilian products that have 
been put out of production for the duration. One plan 
proposes the creation of a pool of purchasing power 
to be available for post-war purchases of consumers’ 
durable goods, such as home appliances, stove ranges, 
automobiles, etc. Under the proposal, manufacturing 
companies would issue purchase certificates bearing an 
interest rate of 5 to 6 per cent to be bought by the 
general public. Denominations would be modest in 
order to make the certificates available to low-income 
groups. Funds from the sale of the certificates would 
be immediately invested in U. S. Government cer- 


tificates. 
- = 7 


WHOLESALERS and retailers may be indirectly af- 
fected by WPB’s Production Requirement Plan. To 
that extent it is of interest to them that Priorities Regu- 
lation No. 11 which makes PRP mandatory for a large 
segment of American industry has been amended in 
two respects: To clarify the interim procedure to be 
followed by companies which have not yet received a 
PRP certificate; and also to redefine the possible use 
of ratings by companies already operating under PRP. 


* * 7 


THE regulation as originally issued permitted com- 
panies who had filed their PRP applications before 
July 1, but had not yet received the PRP certificates, to 
receive deliveries and apply preference ratings within 
certain limitations. The amendment omits the specific 
date, and makes this procedure available to any com- 
pany which is not in default in filing its application, 
so as to permit the placing of purchase orders at any 
time before the deadline for filing the PRP applications, 
which may in certain cases be extended beyond June 30. 

Another section of the amendment allows companies 
which have been operating under the PRP during the 
second quarter of 1942 to accept delivery of materials 
rated on their second quarter PRP certificate during the 
third quarter, if such delivery has been delayed, in 
addition to the materials which they are authorized 
to receive by their third quarter certificate. 
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STACY-ADAMS 


o Shoemaker Binyo: 1875 











TACY-ADAMS, New England’s famous Custom Grade Shoemakers, are 

working for Uncle Sam now. American Bluejackets, afloat and ashore, 

are wearing fine shoes from the same factory that has produced the shoes 

that American Admirals have worn for generations. With American Naval 

Officers, fine shoes are a tradition, and Stacy-Adams’ name a byword. It is an 

honor for Stacy-Adams to cooperate with Uncle Sam in helping to put every 
American Bluejacket in his Admiral’s Shoes. 


Stacy-Adams Co., ----~... 
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Too Mueh. Too Soon 


IT’s the Fourth of July; but this time the fireworks are 
real! As a nation we are not yet on an all-out military 
basis but it will come! The business of war has no side- 
lines. That’s the reason why the enemy is effective at 
the moment. Both Japan and Germany know that they 
have to get on with their war before the tremendous 
resources of America get fully into the game. With the 
democracies it has been a case of “Too Little, Too Late,” 
but time will tell, terrible though the delay may be. 

Now let’s get right down to your business. We are 
beginning to find out that the life of business isn’t the 
business of life in war times. So many things can change 
the even tenor of your ways; but take a look at your 
store and take a look at yourself. If your business life 
has been in shoes alone, you can honestly say: “Nothing 
so far has seriously affected the life of my business.” 
The truth is that your own acts, aside from any of the 
government orders or edicts, have affected your busi- 
ness. Men and management are still the factors for 
money-making. 

Let’s take a look at your stock. You haven’t been as 
critical of its life the last twelve months as you were 
before. If it was a shoe and it was on the shelf, it was 
as good as money in the bank. So you thought! But 
every store’s stock ages, day by day. Turn-over is the 
life of business rather than inventory. If you have a 
stock of high heels and fancy patterns that were built 
for the eye rather than for the feet, your records will 
show that their movement toward the customer is now 
slow and sluggish. If you have certain not-wanted 
types of men’s sport shoes, you have already found that 
your foresight wasn’t as good as your hindsight. 

It’s all right for men in certain businesses to consider 
inventory an asset but any and all shoes are not worth 
their cost plus expenses. Now is a good time to re- 
appraise your stock in the light of its want-ability. 
Don’t hold onto it until the public doesn’t want it—at 
any price! That thing happened in the last war. After 
the fireworks were over, houses large and small toppled 
because the house of cards was made up of inventory 
that the public wouldn’t take for a gift. It wouldn’t be 
a strange thing to have a glut of aging merchandise 
dumped now into the stream of selling—amillions of 
items—because the public had lost interest in ginger- 
bread and designers’ dream patterns. 


We have a feeling that wanted shoes are actually in 
short supply in the shoe stores of America. Those shoes 
that are practical and useful and interesting as well. 
Here is an example of what has happened to the foot 
coverings that were thought good buys last December: 

A number of the variety chains, etc., bought heavily 
on beach wear—light, flimsy, colorful, quick-selling, 
cheap items. Along came the gas rationing and no-gas- 
week-ends along the Atlantic seaboard and this mer- 
chandise that was so colorful in variety stores, drug 
stores and the like, suddenly wouldn’t move off the 
counters. The big volume operators tried to move the 
stuff around to the Middle West, where automobile 
traveling was still generally available; but somehow or 
another, the stuff wasn’t acceptable to the public there. 

It wouldn’t be surprising to have the shoe busi- 
ness come back to the shoe stores, particularly 
as the public with money in its pocket is be- 
ginning to find out that a fit and a last and a shape 
and a sense of foot proportion are worth getting. 

There is no question but that these big operators 
bought too much too soon. The hurry and hysteria of 
the buyer to get things while the getting was good, pro- 
duced the mountain of merchandise now molding on 
the counters for want of a careless, carefree flock of 
customers who accumulated things and things and 
things. 

We said it before and we say it again. Study 
your customers. Study them locally. They never 
let you down, if you have the right thing at the 
right time. Buy for your customers, not for your 
shelves. 

Take a good look at your store. Tighten up your 
stock and your selling methods. The hungry, hoarding 
days are over. Your customers are changing their 
wants. Millions of young men are out of your market 
and the fear of the future is affecting millions more. 
People are walking by compulsion. Foot pains and foot 
troubles are beginning to be apparent and the shoes 
that were all right for Suzy to hop into the car and go 
places—sitting down—and for Johnny to jive to a juke 
box number—are giving way to new smartness, new 
alertness, new usefulness to a nation that is slowly but 
surely getting to be war minded in everything. This is 
their war—not a side line for boys and men alone. 
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This plain toe blucher 
is high in favor. 


No. 1522 
BLACK CALF 


No. 1622 
TAN GRAIN CALF 
SYNCHRO-FLEX 












This seamless pattern con- 
tinues strong among officers. 


No. 1514 
BLACK ALPINE CALF 


No. 1614 
TAN ALPINE CALF 
SYNCHRO-FLEX 


® No other shoes have 
Synchro-Flex Construc- 
tion ... This patented 
process provides touch- 
action, sole-flexibility; it 
provides a special give- 
and-take shank which 
protects, supports and 
tones the arch structures 
.--Great shoes, proven by 
performance. The verdict 


is outspoken everywhere. 


buckle style is right— 
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J. P. SMITH SHOE CO. - Sangamon and Huron Streets - Chicago 
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Rubber Has Important Place in Footwear 
for Army and Navy 





Photo by Unitcd States Army Signal Corps 


Footwear supplied Uncle Sam's nurses and soldiers by the Army's Quartermaster 
Corps. Top row {by pairs) Army nurse black shoe; service shoe showing carbon 
rubber tap; ski trooper shoe; knee length rubber boot. 2nd row (by pairs) service 
shoe without rubber tap; Army nurse white; Army nurse rubber overshoe; 
enlisted man's oxford. Bottom row (single shoe) mounted troops boot; 14" biucher 
waterproof boot for extreme cold climate; rubber hip boot; parachute jumper's 
boot; rubber bottom leather top shoe pack; all rubber overshoe for arctic; and 16" 
waterproof boot. 


Prior to 1941 the United States 
Army had used no rubber soles on 
military shoes. However, the Civilian 
Conservation Corps, which was under 
Army direction, for at least three years 
prior to 1941 had used corded rubber 
soles on the footwear of the boys in 
that service with extremely satisfac- 
tory results. These corded products 
gave more wear than competing mate- 
rials and had the added advantage of 
non-slip properties due to the skid re- 
sistence of the cord content in the soles. 

In 1941 when it first became evident 
there might be a shortage in soling 
materials heretofore exclusively used 
on military shoes, the Army began to 
buy corded soles as bottoms for service 
shoes. Probably two million pairs of 
corded soles were utilized by the Army 
during 1941 on new shoes and for shoe 
repairing. Again the wear experience 
indicated longer service was available 
from the corded rubber product than 
from the best of competing shoe tot- 
toms. 
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About the middle of 1941 the Army 
began to investigate the possibilities of 
utilizing a so-called three-quarter 
length tap sole made of a black carbon 
rubber compound. It had become evi- 
dent that with the constantly increas- 
ing Army demands for corded rubber 
soles there was likely to develop a 
shortage of cord friction. The Army 
was so satisfied with rubber bottoms 
on service shoes that it was very reluc- 
tant to see them eliminated even 
though the non-slip advantage of the 
corded product no longer could be con- 
tinued in the required quantities. Fur- 
ther, the proposed three-quarter length 
tap would permit of a lighter rubber 
shoe bottom, and since it was contem- 
plated that the new product would be 
used both for new shoes and shoe re- 
pairing, the repair job could be speeded 
up to a great extent. In addition, since 
this would be an entirely new product, 
complete standardization to the new 
Army Munson last could be had and 
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Victory Materials and 
Victory Methods 
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substitutes for sole leather, provided 
the present shortage of some grades 
and weights continues. To many a shibe 
manufacturer this savors of the impos- 
sible, for there is the problem of attach- 
ing and that of achieving flexibility. 
But flexible plastics are already in use 
in other fields. 

Equally logical as a soling material 
would be fibers of one kind or another 
held together by a bonding agent. The 
reference by Colonel Grady to new uses 
for vegetable and protein fibers may 
have been of more significance to the 
shoe industry than appears on the sur- 
face. The success of the chemist to 
date in developing materials from which 
are made outer and innersoles, coun- 
ters, box toes, midsoles, build-up fiber 
heels and heel seats—all acceptable to 
the trade—is proof of what we have 
said, for these synthetics were once 
new and now are an integral part of 
many millions of pairs of shoes. Nor 
has the shortage of latex, one of the 
best known binding agents, been any 
bar to the production of those materiais 
which formerly employed that sub- 
stance to hold together the fibrous struc- 
ture of which they are made. Chemists 
have developed a synthetic bond con- 
taining no new or reclaimed rubber and 
using non-vital ingredients as its base 
—a bond with all the elasticity which, 
plus its availability, formerly led to 
the choice of latex. 

In laboratories in many parts of the 
country, research goes on with fibers as 
a basis in some; with plastics, in others. 
From these laboratories will come—in 
fact, are coming—at least some of the 
shoe materials of the near tomorrow. 
These developments represent definite 
and important contributions to victory, 
both in the war effort and in the equally 
important objective of creating a better 
world and a higher standard of living 
after the war. 


Ready for 80th Trip 


Cuicaco, ILL.—Bert Custer, of the J. 
P. Smith Shoe Co., is getting his 
samples ready for his eightieth trip to 
the Southwest territory which includes 
Texas, thus covering forty years of 
service to shoe merchants. Among his 
friends and customers are a number 
of nationally known names. While at 
the factory between trips, he is right 
up in front acting as an unofficial 
Greeter for the firm, hale and hearty 
for his years and with a merry twinkle 
in his eye. He and Charlie Holter, the 
latter in charge of leather, were two 
of “Uncle Jake” Smith’s (J. P. Smith, 
the founder of the company) original 
boys. Their industry and experience 
make for good team play under the 
present leadership of Walter Smith. 
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OUR COUNTRY FIRST 


Twenty-Five years ago. Howard and Foster, Inc.. made shoes 
for our Navy. Today it is our Privilege to again serve our 


Country, to our utmost ability, a most important part of our 


National Defense. our Navy. 


As we are called upon to produce more and still snore shoes 


for our Navy. we shall not falter in our Privilege. 


TO OUR CUSTOMERS 


Within the power of our control we will not negleet our reg- 


ular duties or obligations. 


When Victory is ours. we shall again turn over to our Civilian 
Customers u modern streamlined plant. capable of ex- 
ceeding any service or quality of our fifty-three years 


Tradition. 


HOWARD & FOSTER COMPANY 


BROCKTON MASSACHUSETTS 
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THESE SHOES ARE PROVING 


Epsciaae 


IN THE BATTLE OF PRODUCTION 


From Detroit, with its tank assembly lines, R. H. Fyfe wires us: 
from Baltimore, with its mammoth airplane works, N. Hess 'phones 
us; from shipyard areas; from steel mill centers; from Washington, 
the West Coast; from wherever speeded up war production occurs, 


we receive substantially this same request: 


We realize this obligation and are straining every effort to meet the 
essential civilian demands, in addition to our production of shoes 
for the U. S. Navy. We are proud of our retailers who, though 
under pressure, continue their practice of careful, accurate fitting, 
and spend their time and money telling war workers of the foot 


health features precision-built into every pair of these shoes. 


Our dealers can well feel that they are playing an important part in 


fitting and distributing a product so essential to all-out production 
as Wright Arch Preserver Shoes. E. T. WRIGHT & CO., INC., 
Rockland, Mass. 











Wed WRIGHT 
foe SHOE Sa ARCH PRESERVER SHOES 


FOR ACTIVE MEN 





ey 
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L. fall they'll want shoes —not sandals or slippers or sloppy 
fashions —shoes. Solid stuff with closed toes and heels — snug, 
comfortable shoes for standing, walking, and wading into a job. 
They'll want a well supported shoe with a firm box toe, and 
from street wear to work shoes, the call will be for closed toes. Small shoe effects will be 
gained from walled lasts and vamp accents, and the flashy openitoe and heel sandal will 
be confined to dress and party shoes for the duration. 

Plan more closed toe numbers for your fall line and close ‘em with Beckwith toes. 


Soft, firm, or flexible—light, medium, or heavy — Beckwith has the box toe for the job. 


MILWAUKEE, WISCONSIN SHERBROOKE, QUEBEC, CANADA + AGENTS: GEO. A. SPRINGMEIER C¢ INCIN} 
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WHY BECKWITH THIS FALL? 


Because... 
— apart from the hundreds of millions of pairs used yearly that prove ) 
PY them to be the accepted standard by which all toes are judged — 
g —apart from the fact that such volume proves them uniform, durable, 
ni and foolproof — 
b. — apart from their custom-construction covering all requirements from 
softies to ski boots — 
ad —apart from their conservation of both production and delivery time | 
(prompt shipment from 5000 dies in stock) and — 
be —apart from the technical service made possible by salesmen and agents 
everywhere — 
ill — your keenest competitor is using them and your toe shapes are being contrasted to his. The hard-boiled boys 
with an eye for style are already dishing him compliments for trim lines — compliments that carry an order . 


number. 


Sb ECK WITH MANUFACTURING COMPANY 
DOVER + NEW HAMPSHIRE 


CNnden-Kea ayshine Ce. ae re 


iR CQBINCINNATI, OHIO + WRIGHT GUHMAN CO., ST. LOUIS, MISSOURI + C. J. SIMES, MILWAUKEE, WISCONSIN 
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FAS{UION MARCHES 


BUSINESS as usual is out for the duration, yet without 
business, functioning daily with 100 per cent efficiency, 
the whole war effort would be doomed to demoraliza- 
tion. Men and women must continue to work in offices, 
stores and factories doing the normal things that make 
it possible for other men and women to live reasonably 
normal lives and thus maintain the working efficiency 
on which the entire war effort depends. There is neither 
glamour nor glory in working at ordinary jobs in war- 
time, but without a reasonable background of normal, 
decent civilian life there would be little hope of keeping 
the war machine functioning with the smooth efficiency 
that will bring an early victory. 

All of which means that millions of Americans, men, 
women and children, must be fed, clothed, shod and 
housed in much the same manner as in peacetime. All 
sorts of conversions and adjustments must be carried 
out to make this possible, new materials and processes 


must be developed to take the place of those reserved 
for military purposes, but the girl in the office, the 
man in the factory and the store, the child in school, 
must still be fed, clothed and shod, not only well enough 
to enable them to go about their tasks and keep body 
and soul together, but sufficiently well to preserve their 
morale, keep them courageous and confident, and en- 
able them to carry on with energy and determination in 
their all-important function of backing up the fighting 
forces. 

Thus far the shoe industry has done a superb job 
in providing not only the fighting forces, but the home 
front with the right shoes to enable both to carry on 
their necessary tasks, preserve a proper appearance 
and profit by the satisfaction that comes from knowing 
they are correctly equipped for the job. Even in war- 
time, life doesn’t consist solely of blood and sweat and 


tears. There must be hours of diversion, else the sus- 





And Gives a Lift to Civilian Morale while the Shoe Indus- 
try Provides Proper Footwear for Millions of Americans 
Engaged in Essential, Everyday Tasks on the Home Front. 


ON... 


tained effort of war would prove impossible. Such 
times call for something more than shoes designed 
solely for utility, although dressy shoes in wartime 
must necessarily be simplified and confined to a com- 
paratively small number of patterns and designs. 

Here again the shoe industry has succeeded in pro- 
viding what is needed without undue demands upen the 
limited supplies of leather and materials. It has not 
always been easy to do this, for the shoe industry, un- 
like some others, had no long and leisurely period of 
adjustment to the necessities of wartime protection. 
When the first contingent of draftees was called to the 
colors, shoes had to be ready and waiting, and a steady 
and constantly growing stream of supply has been nec- 
essary to meet the rapid expansion of the armed forces. 
There have been problems of materials and equipment, 
priorities and what not to make the task more difficult. 

The shoe industry up to now, however, has been 


resourceful enough to meet the situation and answer 
the demands for Army and Navy service shoes, work 
shoes for munition workers, general utility shoes and, 
within the limitations of wartime necessities, smart 
fashionable footwear to help maintain the morale of 
civilian life. And so fashion marches on, contributing 
its inspiration to the war effort, as it has in England, 
where it has performed a useful function in helping to 
lift up the spirits of people who, without some of the 
satisfactions of normal living, might not have borne 
up so well under the strain of these drab years. Judging 
from the British trade publications we have seen, fash- 
ionable footwear is still available to the people there 
after three long years of war and two years of bombing, 
in even greater variety than one sees on display in the 
windows of the average American shoe store. The fact 
that this is so is evidence that fashion can perform a 

[TURN TO PAGE 79, PLEASE ] 

















* We Salute «x x 


. .. the thousands who have left the shoe 
factories, selling jobs and the fitting stools 
of retail establishments to serve their 
country. We Salute, too, the GRO-CORD- 
ERS who have left to join the armed forces. 


. + » All of us at GRO-CORD pledge our 
continued best efforts to speed the great 
‘lay of VICTORY for the United Nations. 
Since Pearl Harbor, GRO-CORD has man- 
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ufactured hundreds of thousands of pairs 
of soles and taps for our men in the ser- 
vice. We are proud of this chance to play 
a part in our country’s war effort. Because 
of this production for military needs, and 
in strict compliance with rubber allocation, 
our commercial production is greatly cur- 
tailed. Yet we are still vitally concerned 
with the needs of our trade. 
F. W. Cook, President 


... We know our friends will bear with us during this trying period, and realize 
that we shall maintain the high quality of RAW-CORD as long as possible, and 
serve as promptly and efficiently as conditions permit. 


The Lima Cord Sole & Heel Co.. Lima. Ohio 
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PACKARD Co. 


BROCKTON, MASSACHUSETTS 
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RANKS ON LAND AND SEA 
AND IN THE AIR 





Evans Goatskin — always first choice in shoes of all types — now proves its . 
adaptability for other uses. A special Evans tannage has been developed 
particularly suited for helmets, gloves, garments and many other articles. 


Yes, Brogi, the Evans Goat, is right there in the thick of the fight. y, 











CAMDEN, NEW JERSEY 
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FOUR GENERATIONS iS OF FINE SHOEMAKING 


ro 





A. Frank Discussion of 
Facts by 


JOHN A. CURTIS 


President, Curtis Shoe Co., Inc. 











The problems. confronting American shoe retailers today are more critical and more 
involved than in any period in the history of American merchandising. We of the Curtis 
Shoe Company are aware of this — and, which is of utmost importance to you, — we 
understand these problems, because we share them with you. For the coming season, 
we are producing an ample and adequate line of quality shoes, selected on the basis of 
saleability and consumer-acceptance in a nation-wide civilian market. 


The experience gained from four generations of shoe making placed the Curtis Shoe 
Company in the fore-front of manufacturers contracting to make service footwear for 
the U. S. forces, as early as March, 1940. Within a few months our factory had been 
geared to production schedules. that insured not only a steady and uninterrupted flow 
of needed shoes for the government procurement agencies, but also a substantial even 





output of shoes for our customers. Thus our re- 
tailers have been little affected, in so far as deliveries 
of Curtis Shoes are concerned, by the exigencies of Our New 

war. So well are we prepared to meet consumer CURTIS IN-STOCK CATALOG 
needs that Curtis retailers may look confidently for- of Fall and Winter Styles 

ward to the prompt, helpful service and unques- will be off the press July toth. 


tioned Curtis quality which have won this company Send for your copy TODAY! 
the trust and loyalty of all its customers. * 























CURTIS 
SHOE CO., INC. 


MARLBORO 
MASSACHUSETTS 
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WEYENBERG MAKES 5.200 PAIR DAILY FOR OUR ARMED FORCES 


OVER 900,000 PAIRS SHIPPED TO DATE 
(Thats Me Thon Enough To Have Eauinoed The Armies North tn The Civil War) 
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Active American Women 
on the Alert - 
Make New 


Customers Jor You... 


ORE work to be done, more energy to do it. That's 

the formula for America this Fall. And, it fits the 
Natural Bridge proposition to a “T”. American women, 
more than ever before, are learning fast that their 
Natural Bridge Shoes give them extra comfort on the 
job, energy for it and the pep to play after the day’s work 
is done. More dollars in the feminine budget are bring- 
ing tens of thousands of new customers to the already 
popular Natural Bridge $5. to $6. price bracket. Get in 
touch with Natural Bridge today for your share of this 


growing business. 


4540 — TOPEKA, Turfton Brogandi Tie, 
Bootmaker’s Antique Finish. Built-in Arch. 
Cushioned Heel, instep and Metatarsal, 
punched through unlined Vamp. Littleway 
Lockstitch Process. 17-8 Covered Square Box 
Heel. High walled 417 Last. Sizes in stock; 
AAA 5¥2-10, AA 5-10, A 42-10, B 4-10, 
C 32-10 — $3.40 


atural Bridge Shoemahers DIVISION OF CRADDOCK-TERRY SHOE CORPORATION, LYNCHBURG, Va 
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Sturdy White Bucko Calf is earning its rating in dress shoes 


for the Navy . . . in dress and service shoes for American 


Nurses. Cool, easy to clean (use sand paper 00 and any 


good white cleaner ), its keeps its fresh, new look even after 


months and months of wear. Ideal for comfort, too. 


The demand is for quality leathers. This puts BUCKO 
CALF in line with the leaders. Swatches of next season’s 


colors will be sent you promptly upon request. 


HUNT-RANKIN LEATHER COMPANY 


106 BEACH STREET, BOSTON, MASSACHUSETTS 
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FOR ARMY RETAN LEATHER 


LUSTRA-SHEEN 
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by Tanners and Shoe 
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B-B-CHEMICAL 
COMPANY 


CAMBRIDGE ano SO. MIDDLETON 
MASS. 


THE STANDARD SPRAY FINISH 


HYDROLENE 


FOR SHOE MANUFACTURERS 











FOR THE DURATION 


KITCHENER 


ER the hardest working leather ever seen in American 


work shoes, now has a man size job to do. Yes, all the Kitchener 

that Northwestern can produce is on priority to help keep 

America’s fighting Army, Navy, Marine 

and Air Corps in shoes . .. And, that’s a job 

that’s worthy of Kitchener’s best. >. aa 
> 
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ORE you know, is a veteran of the last war. Many of 
the qualities that have made it such a favorite with American 


NORTHWESTERN 
LEATHERS 


Kitchener was developed for the American Army during the Elke 


workmen since, its rugged toughness, its pliability, even after 


extremes of wetness, heat and cold, are due to the fact that 


last war. Because it did the job so well, it is now reserved ee 
PFootn 


exclusively for our fighting forces. The service it is doing now 


; ’ : i Sitaitoias 
will help make Kitchener a better leather for the great peacetime a 


army it’s going to be your job to shoe. Meanwhile, there are Russide 


available other Northwestern Leathers which you can specify Chrome Custom 


with assurance, and secure for your “duration shoes.” Deerskin 


Leather Company Trust 


BOSTON, MASSACHUSETTS 


oi Matt, Lith with Leaananee yf force 
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CONRAD PROUDLY 
ANSWERS ITS CALL 


To the task of producing soundly built, sturdy, comfortable shoes for 
the Army and Navy, Conrad Shoe Company dedicates its resources 
for the duration. That's our first duty and we're fulfilling it proudly. 
But, Conrad is adequately prepared to handle your civilian require- 
ments, too. Delays may develop, but Conrad dealers can be sure 
that their interests will be safeguarded carefully until the “better 


day", when their orders will have first call on our plant facilities. 


TORRAE 


SHOE CO. 2:.22050:5' 
@ MASSACHUSETTS 
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FOR LONG, HARD WEAR 
RUBBER OFFERS THE Sole-ution 
Yes, we’ve gone to war —head, heart and Sole. 


Rubber soles and heels are being worn by the 


different branches of the armed forces and are 


giving durable, dependable service unmatched 


by any other material. And while giving a lift to 
the feet of our fighting men, Avon is also supply- 
ing serviceable soles for civilian use. They’re made 
of the best available materials and by processes 
exclusive with Avon craftsmen. See them in the 


best lines of shoes for men, women and children. 








A Speed flash photography sequence by Gjon 
Mili portrays “‘Matched Pairs in Action’. 


_ ing solutions — each with a 
different drying time — al- 
low the manufacturer to 
suits his production sched- 
ule. Waste and production 
delays are avoided. 




















fa the complete “CELASTIC” 
line there are seven thick- 
nesses of material, graded 
from the light slipper weigh: 
to the heavy weight used for 








ACTIVITY — 


HERITAGE OF YOUTH 


Children are five times more active than 





grown-ups! For such busy growing feet, toe 


protection and toe comfort are essential. 


“CELASTIC”, a solution-softened box toe, 
fulfills these requirements by accurately 
reproducing the shape of the last — by 
fusing together doubler, box toe and lining 
into a durable three-ply structure — and 
by insuring positive freedom from wrin- 
kled toe linings. 


In meeting the demands placed on shoes by 
the supet-activity of youth, “CELASTIC” 
box toes provide extra protection with 
firm, resilient sidewalls and extra comfort 


with flexible tip lines and smooth linings. 





~ 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 








Wilshire 
Boulevard 
And Broadway 


Shoes Continue to Sell Briskly with Fall 
Styles Getting Off to a Surprisingly 
Early Start—More Attention Being Paid 
to Sizes—Sales Periods to be Shortened 


by HARRY R. TERHUNE 


Wuar’s selling in Los Angeles in ad- 
dition to War Bonds? Shoes, as the 
shoe business is apparently good in 
all sections. Stores are well covered 
on merchandise up to Oct. 15. Stocks 
are about even with a year ago in 
pairage. 

Buyers are giving size selection fully 
as much thought as pattern and color 
selection. Seasonal whites will sell 
clean as purchases were somewhat lim- 
ited, while those all-whites and whites 
in combination with other colors which 
are stocked the year around, will not 
be included in July sales which will 
be confined to such odd lots as cannot 
be made to fit into any re-sizing pro- 
gram for the current or later seasons. 
Sale periods will be shortened to two 
weeks or less by the majority of stores. 

Some buyers who received delayed 
shipments of late Summer shoes, con- 
signed them to their warehouses in- 
tact. These shoes will not be brought 
out until the early Spring offerings in 
December. The theory behind this is 
that if the shoes are put on sale in 
July, sizes will be broken but the lines 
will not be sold out complete, whereas 
the chances of a clean operation are 
better in December. 

Nearly every store received sizable 
shipments of Fall shoes in June. To 
the surprise of everybody, these shoes 
immediately began to sell with com- 
paratively little promotional effort. 


64 


Reporting on this situation, M. E. 
Mashburn (Gude’s) said: 

“We have no previous records of 
black suede selling in volume in June. 
Not only are the black suedes moving, 
but black patent is tremendous, while 
black calf is running a close third. 
What makes this of considerable mo- 
ment to us is that warm weather does 
not strike this town until after July 
and stays with us until Christmas. 

“This is one year we will make 
money on suedes, and there is every 
indication that we will keep on selling 
blacks, together with the tans and 
browns in calfskins until the Spring 
shoes come in in December. Then, by 
adding a few blues, we will be set for 
Spring.” This is not a_ solitary 
thought, but the concensus of all Los 
Angeles retailers. 

Buyers are concentrating on types 
which they feel are best suited for 
their particular clientele. Therefore, 
there is a decidedly lessened tendency 
on the part of buyers to cover the en- 
tire field and a decidedly greater ten- 
dency to put more emphasis on sizes 
and proved store specialties. Thus 
Jesberg plays up his utility walking 
welts and Mandel gives the maidens a 
variety of high colors. 

Some stores which have previously 
gone heavy on whites and spectators 
deliberately took pairage away from 
these lines for June selling, putting 


additional stress on tan calf welts. 
Sales today indicate this to have been 
a smart move, as the tan calf welts in 
pumps, oxfords and straps are now 
being re-ordered for planned heavy 
selling for the balance of the year. 
Black and tan pumps which sold so 
well in the Spring have been made 
more practical and acceptable through 
the addition of smart wide straps. 

Constant floor contacts indicate to 
Jack Fowler (Innes) a widespread 
feeling on the part of the public that 
they had better buy Fall shoes early; 
hence the sprong interest in good qual- 
ity black and tan calfskins, a condi- 
tion not brought about by any “fear 
selling” on the part of salesmen. 

What Wendell O. McCracken 
(Wetherby-Kayser) meant when he 
said, “Play shoes as play shoes are 
about washed up in our grades,” was 
that since these types have become 
practical street and utility proposi- 
tions, they have ceased to be an extra 
pair sale style and are definitely in the 
working-walking category. 

“We experienced the greatest June 
acceptance of Fall merchandise in our 
history,” he continued. “Customers 
are buying new mechandise long ahead 
of their actual needs and they are buy- 
ing what they want, regardless of 
price. They are buying a specific shoe 
for a specific purpose.” 

[TURN TO PAGE 79, PLEASE] 
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MORE IMPORTANT THAN EVER 


is the need for light, comfortable, 


pleasant to wear GABARDINE SHOES. 


MORE IMPORTANT THAN EVER 


is the need for EINSTEIN QUALITY to meet 


today’s demands for service and satisfaction. 


MORE IMPORTANT THAN EVER 


IS THIS ASSURANCE THAT 


ai atiane’ son: sieuns 


IS STILL THE SAME FINE QUALITY AS ALWAYS. 


SA FINSTEHIN, inc. 


ONE PARK AVENUE, NEW YORK CITY 


ST. LouIS 
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How a Santa Barbara Store 
Capitalized on Earthquake 


“It's an Ill Wind That Blows Nobody Good” Runs the Saying, and Ralph 
Runkle of Santa Barbara, California, Has Proved It. Here's How He 


Managed to Keep Up Customer Interest in His Store During Repairs 


New front of the Ralph RALPH RUNKLE, who operates a shoe store at 1122 State Street, Santa Barbara, 
reams ~— Kore eo Calif., one of the oldest and most successful stores in that city of wealth and beauty, ° 
provides an invitation to has a rare faculty of cashing in on handicaps. 

— A good example of this was brought to the attention of the public recently when 
he put a new front in his store following a slight earthquake that toppled the fire 
wall of the old front. That was before the $500 limit on building materials came 
into effect, but at that, securing of necessary materials was plenty slow and it took 
a long time to get that new front in. 

Here’s how Ralph cashed in on his misfortune. He used a local radio station 
for his advertising and all the while the announcements were being made it had 
sound effects of workmen hammering and sawing in the background. The theme 
was, “We are re-building our front and doing some modernizing inside but we 
are still doing a big business on the same old spot. Listen to them hammer!” 

In addition to this Ralph put some of his salesmen out in front and they acted 
like bell-hops. They greeted the public out there and then éscorted those wishing 
to look at shoes through a neighboring store and in a side entrance. 

Ralph noticed that people by the dozens stopped to look at the mess every day 
and even in greater numbers on Sunday. He stood around and listened to what they 
were saying and most of them were saying, “Did the quake do all this?” Ralph 
cashed in on this also. He put up a big sign answering that question just before it 
was asked. The sign read, “NO, the quake did not do all of this! We are going 
to have a new front!” 

When the job finally was finished after numerous [TURN TO PAGE 87, PLEASE] 
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TO WIN THIS WAR, more 
and more billions are needed 
and needed fast—AT LEAST 
A BILLION DOLLARS A 
MONTH IN WAR BOND SALES 
ALONE! 
This means a minimum of 10 
of the gross pay roll invested in War 
Bonds in the lad. office, firm, and 
factory in th 
Best and est way to raise this 
money—and at the same time to “brake” 
inflation—is by oe up the Pay- 
Roll War Savings having every 
company catas wichen tao 
to buy MORE BONDS. 
Truly, in this War of Survival, 
VICTORY BEGINS AT THE PAY 
WINDOW. 
If your firm has already installed the 


More Dollars Per Man Per Month in the 
PAY-ROLL WAR SAVINGS PLAN 


Pay-Roll War Savings Plan, now is the 
‘ 
1. To secure wider employee par- 
gnc 

2. 
‘he amount smcutte) hate ot enna he for 
Bonds, to an average of at least 10 
percent of earnings—because 
“token” payments : 
war any more than “token” resis- 


If your 

the Pay-Roll War Savings now is 
the time to do so. For full details, plus 
samples of result-getting literature and 
promotional helps, write, wire, or 
eae War Savings Staff, Section E, 


Suen HW. Washing colby ee 








U. S. War Savings Bonds 
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This handy 
STOCK. RECORD BOOK 
— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 





War Industry Spurs 
Shoe Sales 


SaLt LAKE City, UTaH—Apparently 
fearing a marked decrease in quality 
if not in quantity under price ceiling 
operations, priorities and the needs of 
the nation’s armed forces, residents in 
the intermountain area have made an 
extended run on shoe stores and de- 
partments in the Salt Lake City and 
Ogden areas the past month, according 
to operators and department heads. 
However, this factor has not been the 
only one in the extended run—which 
is expected to boost sales for the period 
to between 22 and 28 per cent above 
the comparable period of last year. 
Defense industrial plants and army 
headquarters established in the areas 
bear out customers’ declarations © of 
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Black Cloth binder—11%”" x 13%” 


we iy Phan bry 


and 1 Comparison Form #105 

2 Inventory Pads (100 sheets) 7106 
2 Buying Order Pads (50 sheets) $107 
(or 4 of each, as preferred) 


(West of Denver) ..... 
(Sample sheets with guide for use » cont on : request) 


Stock Sheets, sas —_ 


0.50 
0.50 


$6.00 
$6.50 





Sales Record Slips: Form D 
Per Pad (100 Slips) _. 


Refund Record Slips: Form E 
Per Pad (50 Slips) . 


Customer Record Cards: Form F 


cd 
$0.25 





Ceiling 


1%” x 3%” 


Shoe Carton Tickets and Clips: Form H 
1%” x 3%”, 1000 


PROFIT CHARTS — 25c. 
figuring selling prices. 


Check with order, please, unless C.O.D. Shipment is 


preferred. 


Orders filled for any forms preferred. 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Ill. 


carton tickets, Form GC 
(gummed top) 1 gross 


$0.50 


1000 $2.50 


$2.25 
$10.00 


an accurate method of 


‘5000 


each; 


x* rt 








need of sturdy, well-built and attrac- 
tively-designed footwear. 

Most outstanding development in the 
purchasing run, report dealers, has 
been the demand for higher priced 
lines. Fortunately, most stores and de- 
partments were well-stocked, although 
some lines were incomplete. In .most 
instances the offering of substitutes 
has brought satisfaction to the custom- 
er and retained a sale for the house. 

Smart walking shoes have been the 
keynote of many promotions, in whites 
and sportswear for the Summer months, 
in work shoes for both men and wo- 
men, and even in dress and formal 
wear. Playtime footwear, particularly 
for women, also emphasizes comfort as 
well as color.and adaptability to slack 
suits. In this promotion, dealers tie in 
displays of slacks wherever possible, 
catching the eye of defense plant wo- 


men and of those seeking comfort for 
sportswear and victory gardening. 

With walking and low-heel service 
type shoes very much in demand, black 
and tan oxfords for both men and wo- 
men are leading by a wide margin. The 
one-strap-buckle military shoe is highly 
popular. Gabardine and patent, prin- 
cipally in pumps, is a gaining favorite, 
mainly in the lower and medium price 
ranges. Nailheads are losing their at- 
traction in the face of vari-colored. play 
shoes, with some promotions boosting 
play shoes at $2.95 up to the top lines. 

In the upper brackets, pumps, step- 
ins, straps, sandals and oxfords, have 
been the objects of successful promo- 
tions. There appears to be no out- 
standing demand in types and colors in 
the upper price bracket. Demand seems 
to be equally dispersed in black, tan, 
brown and colors. 
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KIWI, The Quality English Shoe Polish IS NOW on 
sale at better shoe stores and department stores. 
A FREE regular size container of KIWI and full 
particulars including data on the “KIWI SILENT 
SALESMAN” will be sent upon your request. 


For a 
Quick Shine 
at Home 
“The 
Shoe 
Groomer” 


This attractive wooden stand was developed for those 
men who like to shine their shoes at home. Made of 
SYCAMORE wood with a slip-proof rubber strip set on 
top, the SHOE GROOMER contains all the equipment 
for a beautiful shine . . . two daubers, two polishing 
brushes, two chamois finished cloths and two large cans 
of KIWI polish, one of black and one of dark ian. 


Priced at $4.50 each (complete) 


Fitted in a khaki case, the kit consists of a can of Kiwi 
polish, a brush for applying, a brush for polishing, and 


a soft cloth to bring out the final “inspection” finish. 


The outfit is finding a ready market with stores stocking 
gifts for the boys in camp. Also in blue cloth case with 
black polish for the naval forces. 


Priced at $10.80 per dozen 
We welcome your trial order 


LYONS & COMPANY 
122 DUANE ST., NEW YORK, N. Y. 
Shoe Store Supplies Since 1900 














Increase Sales by Stressing 
House Shoes 
by ROBERT LATIMER 


Cairo, ILLINoIs—One of the most inviting avenues to 
better unit volume in the shoe store specializing in wo- 
men’s footwear lies in promotion of the simple idea of 
wearing good shoes both inside the home and on the 
street, according to F. R. Terrell, operator of the Ter- 
rell Shoe Store here. 

Mr. Terrell began three years ago to educate Illinois 
housewives to spending as much if not more for “sen- 
sible” shoes worn around the house, as for dress types 
for street wear. He has built up this form of selling 
around low-heel oxfords at $6, $8, and $10, which have 
become favorites with women of the city—most of whom 
formerly budgeted $2, $3, or $4 for “house” shoes, 
while spending $8 for street footwear. Every such sale 
involves the woman who comes in during the Spring 
months to buy two pairs of shoes at once, as most 
small-town women do. 

“Whenever we have such a customer,” Mr. Terrell 
pointed out, “we make it our business to demonstrate 
the wisdom of putting as much money into well-fitted 
durable footwear for daily wear as for her evening 
shoes. It isn’t difficult to point out that most women 
are on their feet continuously while wearing these 
shoes, whereas during dress-shoe occasions she will be 
sitting in a theater or at a bridge table, etc. Therefore, 
she needs a better fit and more comfort in the house 
shoe.” 

The store’s three salesmen are willing to spend as 
much as an hour in convincing prospects. If the lady 
customer states she cannot afford to pay more for her 
house shoe, Terrell often surprises her by suggesting 
that she put less money into her dress shoes. Most, it 
has been found, are seldom willing to do this, but more 
than 60 per cent are willing to buy a better house shoe. 
As a result, unit sales to rural and city housewives have 
been increased by from $2 to $4. 


Fittings and Sales Staff Spell 


Department’s Success 


Worcester, Mass.—Reviewing the progress of the 
children’s shoe business at Denholm & McKay Co., 
L. J. Hand, department manager, recently stated that 
proper fitting and likable salespeople are the two most 
important factors. Proper fitting is, of course, based on 
having complete stock so that all feet may be properly 
fitted. 

In addition to proper fitting, Mr. Hand believes that 
well-liked salespeople are highly important because 
parents and children go where they like the sales per- 
sonnel. Friendly salespeople always establish a big re 
peat business, especially with children. 
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90% OF THE POPULATION 


HELP WIN THE WAR— 
RELIEVE FOOT TROUBLES! 


With millions of persons in war work, who must stand 
or move all day long, and an ever-increasing army of 
people in industry and all walks of life who must walk as 
more tires give out, foot troubles are multiplying and 
being aggravated at a rate never before known in the 
country’s history! 


THIS IS WHERE YOU COME IN! 


These foot troubles must not hinder America’s Victory 
Program .. . it’s up to you to keep our men and women 
of the Home Front on their feet. You must help them 
maintain peak efficiency so our production program 
may roll on at FULL SPEED. 

If you are on your toes in this emergency, your sales of 
Dr. Scholl’s Arch Supports and other Dr, Scholl’s Foot 
Comfort* Appliances and Remedies are going to jump 
by leaps and bounds. What your share of these rich 
profits will be, depends on HOW AGGRESSIVELY 
YOU GO AFTER THEM! 
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ADVERTISE YOUR FACIL- 
ITIES FOR DR. SCHOLL’S 
FOOT COMFORT* SERVICE 
Tell the foot-suffering public that you are head- 
quarters for Dr. Scholl’s Foot Comfort* Service, by 
including that fact in your newspaper advertise- 
ments, and see how well they pull. If you need mats 
of complete ads, write us—we supply tested ads FREE. 


GET THEM GOING AND COMING! 


People in pain LOOK for relief. 90% of your store 
and sidewalk traffic has foot-trouble. The more strik- 
ingly you display Dr. Scholl’s Arch Supports and 
Remedies in your windows and inside your store, 
the more sales you will make. And talk foot relief to 
every customer ... 9 out of 10 have some foot ailment. 


THE SCHOLL MFG. CO., Inc. 
Largest Institution in the World Devoted Exclusively to Foot Care 
213 W. Schiller St., Chicago 62 W. 14th St., New York 


D’ Scholls 


FOOT COMFORT REMEDIES, 
APPLIANCES and ARCH SUPPORTS 
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Shoe Stores Back Up War Bond Drive 


More than 200 Enlist. During First Week, Says Harold F. 
Volk, Head of Industry-Wide Committee 


New York—Harold F. Volk, presi- 
dent of the National Shoe Retailers’ 
Association, and chairman of the in- 
dustry-wide committee to promote the 
sales of war bonds and stamps, an- 
nounced this week that the response 
to his appeal to the shoe stores of the 
country not only to sell bonds and 
stamps to customers but to enlist all 
employes in the payroll deduction 
plan of subscription has been very 
gratifyng. 

Here on a flying trip from Dallas, 
Texas, to confer with L. E. Langston, 
executive vice-president of the 
N.S.R.A., he said on Monday of this 


week, that seven days following the 
first announcement of the plan, more 
than 200 shoe stores had signed up 
100 per cent. These stores, he said, 
were not concentrated in any one sec- 
tion of the country but were widely 
spread between East and West, North 
and South. While no tally has been 
made since Saturday, June 27, both 
he and Mr. Langsten feel that results 
to date are far ahead of expectation. 

Particularly encouraging has been 
the response from heads of other shoe 
and leather trade associations who 
were contacted by Mr. Volk. Letters 

[TURN TO PAGE 87, PLEASE] 
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NarionaL Suok Reraivers Associries 
a 
Certificate of Compliance 
* 


This te to certify that all emplogess of 


Volk Bros.Company 
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Issue Directory of Associations 


The Office of Emergency Manage- 
ment has issued a 320-page volume, 
“Trade and Professional Associations 
of the United States,” prepared in the 
U. S. Department of Commerce. It has 
been issued to assist the coordination 
into the War program of the Nation’s 
3000 larger cooperative organizations. 
These groups have a gross membership 
of over 40,000,000 persons. 

Basic data are presented on sucn 
national groups as trade associations, 
professional, consumer and farmer or- 
ganizations, patriotic societies and la- 
bor unions. Much information never 
tefore brought together is given, such 
as the principal activities of each or- 
ganization, size of staff, number of 
members. All associations are classi- 
fied into industrial and geographical 
groupings, and*summarized census data 
are given on the relative size of all ma- 
jor industries in the United States. 
Much other factual material is included 
for each of the 48 states, such as num- 
ber of factories, retail stores, farm and 
service establishments. 

As war production has increased it 
has become more and more necessary 
for the War agencies to work with co- 
operative organizations for the great- 
est possible coordination of War effort, 
since most business firms hold. mem- 
bership in trade associations and many 
of their executives and technical men 


ruitling regular salary deductions jor the purchase of 


are members of professional organiza- 
tions. 

From the early days of national de- 
fense activities in 1940, many national 
associations have been of great assist- 
ance to the Federal Government in such 


U. $. Wer Bonds and Stamps a1 sequettad by the 
NATIONAL SHOE RETARERS ASSOCIATION 
matters as speeding up the production 
of war materials, perfecting standardi- 


©. 8. Treasury. 
——— 
“Sade wae Premdent 
zation economies, and aiding in techni- 


: cal research for substitute products 


First payroll bond buying certificate goes to Volk Bros. Co. and factory conversion to war needs. 
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When you put your store 
under the X-Ray Banner, 
you tell your community 
that you are fully equipped 
for fitting shoes to keep 
feet fit...a vital necessity 
these days! 

Whether your customers 
are directly engaged in 
Military Activities, War- 
time Production, or Civilian 
Defense...they need extra 
endurance, extra energy 
and stamina to keep step- 
pin’ at top speed on the 
March to Victory! You can 
contribute to their physi- 
cal fitness by providing 
them with properly fitted 
shoes...for work, for play, 
for dress! 


Put your store or department 
under the X-Ray Banner now 
and join the thousands of shoe 
merchants who use X-Ray Fit- 
ting to keep feet fit ...to hold 
customer confidence and build 
profitable patronage in times 











Extra Capital 
Not Needed... 


You don’t have to tie- 


SHOE FIT TER Iuc. 


3533 NORTH PALMER STREET 


MILWAUKEE , Wisc 
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Shoe Market Receives Patriotic Stimulus 





Spokane Business Spurts Under Influence of War Industries. 
Military Styles Selling; Victory Displays Frequent 


SPOKANE, WasH.—“V” is for Vic- 
tory, but it also describes the shoe 
market in Spokane over a period of 
some months,” said Otto Warn, of 
Warn and Warn, recently. “When the 
war started and defense industries 
were booming in the coast cities, a 
great many workers and their families 
left Spokane for work in the coast 
plants. Then Spokane’s big defense 
and military developments were au- 
thorized, and the workers flocked to 
Spokane. We went down one leg of 
the V, but we are climbing up the other 
leg rapidly. Business for the shoe men 
in Spokane is very satisfactory, in- 
deed.” 

It is expected that the new indus- 
tries and military units here will have 
brought in 10,000 people before the 
end of July; the evidence of their com- 
ing is already apparent throughout 
the city and in the stores. 

All types of military shoes are mov- 
ing rapidly. In men’s shoes the very 
large proportion of sales is in tan, 
while in women’s footwear, almost 
everything is moving—and this applies 
to both colors and styles. Many cus- 
tomers are buying colorful shoes, more 
colorful than many have worn before, 
the feeling being that they may not be 
able to get wanted colors later. 

When it comes to OPA, all stores are, 
of course, cooperating readily, but the 
OPA officials here have asked the shoe 
men to assemble as an association for 
the purpose of working out price post- 
ing, etc., more fully, so that practice 
in the stores will be uniform. To date, 
stores report that few customers have 
expressed a desire to see ceiling prices. 

Spokane stores have arranged a de- 
livery policy by which the city is di- 
vided into two sections, each section 
to receive deliveries three times a week 
on alternate days. Rural districts ad- 
jacent to the city limits will receive 
twice-a-week deliveries. Special. de- 
liveries will be made only at the ex- 


pense of the customer and only if the 
package is of such size that it can be 
carried on a bicycle. The new system 
is tending to reduce customer requests 
for deliveries, most shoe retailers re- 
port. 

James Swanson, shoe buyer for all 
the Crescent Department Store shoe 
sections, who recently visited the East- 
ern markets, reports that the Crescent 
is looking forward to a big season in 
shoes with lower heels. Along this 
line, the Crescent has secured the con- 
tract to furnish uniforms for employees 


“of the Spokane Army Air Depot and 


for another unit, and although the air 
depot does not have an official shoe, it 
seems that many of those buying uni- 
forms will follow with purchases of 
appropriate shoes. The other unit con- 
tract is to have an official shoe. 

Aside from women in uniform (and 
there will shortly be more than 700 in 
one unit alone here, it is expected), 
Mr. Swanson feels that for other 
women also the fall is going to mean 
low heels in a big way—in both tan 
and black shoes. 

The play shoe bar which the Cres- 
cent installed as a new feature with 
the opening of its combined and re- 
modeled shoe departments some months 
ago, is proving an effective sales me- 
dium, Mr. Swanson reports. He adds 
that Summer play shoes have been 
pretty well cleared, and with some Fall 
shoes in, these have been shown and 
some are already selling. 

The Palace Department store has a 
simple but eye-catching patriotic 
touch in its display of play shoes, 
achieved by arranging these shoes in 
red, white and blue on a table before 
a background of poster stressing the 
patriotic theme and done in red, white 
and blue. Again the patriotic note is 
struck in a special foot appearance dis- 
play window at the Crescent, the dis- 
play being built around the slogan 
“Good feet are vital to Victory.” 





May Shoe Production 
Shows Decline 


New YorkK—According to the Tan- 
ners’ Council of America, shoe produc- 
tion in May is estimated at approxi- 
mately 39,000,000 pairs. This marks 
the first month in more than a year 
that shoe output has fallen below the 
equivalent month of a year ago. Fac- 
tories in May, 1941, produced 41,853,- 
000 pairs, and estimated production in 
May of this year would show a decline 
of 6.8 per cent. Since production of 
shoes for government account has in- 
creased steadily, civilian output has 
shown an even greater decline from a 


year ago than is indicated by the above 
comparison. 

Little change is anticipated in the 
June level of shoe manufacturing ac- 
tivity. Current production has been 
checked by uncertainty regarding in- 
ventory restrictions and by confusing 
results of the General Maximum Price 
Regulation. In addition, the increasing 
requirements in sole leather of the 
armed forces have limited supplies for 
civilian use. 

Comparative shoe output totals for 
the first five months of recent years are 
as follows: 1942 (est.}—209,206,000; 
1941—204,451,000; 1940—168,138,000; 
1939—178,766,000;  1938—157,521,000; 
1937—198,332,000. 
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Shoes for the Armies 
Of Freedom 
[CONTINUED FROM PAGE 27] 


laced over the instep only, to about 
the height to which the normal high 
shoe is laced. Above that, the leg of 
the boot is solid leather, split down the 
outer side with one edge overlapping 
the other. The fastenings are three 
straps with buckles. 


For Parachute Troops 


One of the most interesting of the 
Army’s shoes is that designed especi- 
ally for the parachute-jumping troops. 
This is a boot of leather, so con- 
structed that, when laced tightly, 
ankles will be given a maximum of 
support. This is necessary because it 
is that part of the body which is most 
apt to give way when a fast landing is 
made. The problem was to secure 
such support and incorporate it in a 
boot which would not be so heavy as 
to impede the wearer. Manufacturers 
also worked on the problem and the 
story is told that one suggested that 
almost any good boot type could be 
used provided a steel-ribbed leather 
“corset” were worn underneath as an 
ankle brace. This, he reasoned, could 
be removed after landing to enable 
the jmper to walk with more comfort. 

The Army objected. “Just remem- 
ber, please,” said they, “that when a 
parachute jumper lands, it’s up to him 
to get going someplace in a h-l of a 
hurry. He hasn’t time to sit around 
changing his costume.” 

As finally adopted, but not neces- 
sarily “for keeps,” the parachute 
jumpers’ boots are made over the 
same Munson last as the Army service 
shoes with a sufficiently heavy leather 
sole to give them durability. The top 
part is a specially tanned piece of 
side leather, of a weight, however, 
somewhat lighter than that used im 
the heavier service shoes, and the 
pattern is so cut, as mentioned, as to 
cause the upper to fit snugly over the 
ankle when the boot is laced. 


Shoes for Cold Climates 


Finally, to complete the picture, 
are the cold-climate boots and shoes. 
At one time, there were seven or eight 
of these but this number has been 
whittled down considerably. The types 
for which orders have been placed in 
recent months are the ski boot, the 
snowshoe pac, the arctic overshoe, and 
two kinds of leather boots—one a four- 
teen-inch, blucher-patterned boot; and 
a 16-inch boot made of leather which 
has been treated to render it water- 
proof. These, with hip-length as well 
as knee-length rubber boots, make up 
the footwear roster of the Army which 
is destined to make it uncomfortable 
for large sections of Central Europe 
and the Pacific areas just southwest 
of the Aleutian Islands. 
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EDWIN CLAPP SHOES 


is reflected in the Character of the 
Stores that sell them 


NOW more than ever, Edwin Clapp sea- 
soned veterans, proud of their heritage 
of making fine shoes, watch every detail 
of careful lasting, selection and cutting 
of leathers and all shoemakiag opera- 
tions lending that “unseen” quality, giv- 
ing the wearer more comfort and pride 
of possession from his first step in 
EDWIN CLAPP SHOES... . This in 
spite of our participation in government 
contracts and war limitations. 

When victory is won we want.our dealers’ 
future to be brighter with our own and 
to that end our entire organization 
pledges every effort. 


Pv ‘ 


EDWIN CLAPP & SON, INC., EAST WEYMOUTH, MASS. 





W. H. Kjelgaard Promoted 
By W. L. Douglas Shoe Co. 


Brockton, Mass.—W. H. Kjel raard, 
128 Winifred Road, Brockton, who is 
now stylist of men’s shoes for W. L. 
Douglas Shoe Co., will also have charge 
of the merchandising and distribution 
in the men’s division of the company’s 
nation-wide chain of retail stores. 

Mr. Kjelgaard was formerly with the 
Endicott- Johnson Corporation. His 
years of merchandising shoes and styl- 
ing experience, as well as his familiar- 
ity with patterns, leathers and shoe 


manufacturing in general, will prove 
valuable in his new association with 
the W. L. Douglas Shoe Company. 


Mandel Executives in 
Armed Service 


Los ANGELES, CALIF.—New addresses 
of two of the executives of Mandel’s, 
that of Leonard Mandel, secretary of 
the company and J. (Bob) Rapport, 
vice-president and buyer, will be care 
United States Army. 


75 





FAMOUS GROVER COMFORT SHOES 


GENUINE 

HAND 

TURNED 

COMPLETE 

SELECTION came 


IN STOCK Black Kid Tie. 


10/8 Wingfeet 
Riveted Steel 


Black Kid Tie. 
13/8 Win Heel. heel. 
Riveted Shank. 

AA-E—3'2—10. $3.10. 0 


THE ORIGINAL 
HAND TURNED 
COMFORT 

LINE 


3441—Black Kid Tie 14/8 
Stach"Staathactcay, SIZE UP NOW 


ST., 














International Falls, Minn.—The window above was featured recently by Lang's 

Shoes, here. Notice how the background motif sounds the keynote for the display 

of Summer whites. This store is operated by Jerry and John Lang, who took it 

over in 1939. Since opening, the Lang brothers have emphasied the importance 
of good quality and good fit in the shoes they sell. 


September Leather 
Show Program 


New YorkK—At a meeting of exhibi- 
tors of the Tanners’ Council in New 
York on June 25, it was decided that 
in place of the individual exhibits by 
tanners at the semi-annual Leather 
Show to be held in conjunction with the 
Style Conferences of the National Shoe 
Retailer's’ Association, Sept. 16-17, a 
single skeletonized exhibit of leathers 
would be presented by the Council. 
Each tanner will be requested to send 
to the Council his interpretation of the 
official colors. These will be grouped in 
one leather exhibit to be shown on the 
ballroom stage during the Retailers’ 
Style Conference. Each  tanner’s 
leather will be identified. There will be 
no organized attendance by tanners’ 
representatives. 

The above action was based on a 
recognition that unusual trade condi- 
tions prevailing at the present time in- 
dicate the need for conservation of both 
materials and effort. Furthermore, it 
was believed that the industry should 
plan activities in such a fashion as to 
achieve the utmost cooperation with the 
war effort. 

The Leather Shows were primarily 
an offering of new leathers, new colors 
and new surfaces for the advance shoe 
manufacturing season. The Tanners’ 
Council inaugurated the Leather Shows 
as an association activity in April, 1928, 
and they have been held semi-annually 
continuously since that time. These 
shows have resulted in marked benefits 
to tanners, shoe manufacturers and re- 
tailers alike, and they will be resumed 
on the former scale as soon as condi- 
tions warrant. 


No December Show to Be 
Held in Boston 


Boston, Mass.—The Executive Com- 
mittee of the New England Shoe and 
Leather Association has voted not to 
hold a Spring show in Boston this year, 
as a measure of cooperation with the 
Office of Defense Transportation, 
whose director, Joseph B. Eastman, 
has requested “the deferment of all 
meetings, conventions and tours which 
are not closely related to the further- 
ance of the war effort, since such mass 
movements interfere with regularly 
scheduled traffic and frequently re- 
quire the use of extra equipment.” 

“Our Association,” stated executive 
secretary Maxwell Field, “will not con- 
duct this year its Boston Shoe Fair’s 
Spring Show, which has been held 
during December in the past several 
years, as a measure of cooperation 
both with the nation’s War program 
and with the National Shoe Fair Com- 
mittee, which is holding its show in 
Chicago during the first week in 
November, instead of, as in previous 
years, in the month of January. Our 
shoe manufacturing members feel that 
the new dates of the National Shoe 
Fair remove the necessity for any 
other Spring show this year.” 
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Joins Air Corps 
Ferrying Command 

LitTLe Rock, ARk.— James Mendel 
Kempner, executive vice-president and 
buyer of Kempner’s Shoe Store, left 
recently to begin active duty as a Cap- 
tain in the Army Air Corps Ferrying 


JAMES M. KEMPNER 


Command. He will be in the adminis- 
trative branch of the service. 

Mr. Kempner started with the com- 
pany, founded over 50 years ago by his 
father, the late Ike Kempner, during 
his vacations, at the bundle desk and 
later on the sales floor. After gradua- 
tion from the University of Pennsyl- 
vania’s Wharton School of Business 
and Finance in 1922, he became vice- 
president and buyer at Kempner’s. 

Mr. Kempner is a member of the 
board of directors of the National Shoe 
Retailers Association. 


W. T. Mitchell 


DALLAS, TEX.—W. T. Mitchell, sec- 
retary-manager of the Southwestern 
Shoe Travelers Association, passed 
away at his residence, 623 Ogden St., 
San Antonio, recently. Mr. Mitchell 
was stricken prior to the Southwestern 
Fall Style Shoe Show in mid-May. J. L. 
Sullivan acted in his stead at the show, 
and it was announced that Mr. Mitchell 
would probably be able to return to 
work in a few weeks. 

Sometime later, he was taken to 
Mineral Wells, where he spent a short 
time, but as he did not respond to the 
curative effects of the waters of the 
spa, he returned to his home in San 
Antonio. ; 

Mr. Mitchell was one of the most 
widely acquainted shoe men in the 
Southwest. At the time of his death 
he represented Irving Drew Shoe Co. 
Gus Ludlum, of Wichita Falls, who 
represents Packard Shoes, has been 
pinch-hitting for Mr. Mitchell. He will 
finish the Fall trip which Mr. Mitchell 
had started when he became ill. 

He is survived by his widow, Mrs. 
Katherine Mitchell; daughters, Mrs. 
R. C. Conder and Mrs. Terry A. Horn- 
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aday; a son, W. T. Mitchell, Jr.; one 
brother; four sisters, and four grand- 
children. 

Funeral services were held at the 
Chapel of First Baptist Church, San 
Antonio, Dr. Perry F. Webb officiating. 
Interment in Mission Burial Park, San 
Antonio. 


William C. Shields 


MALONE, N. Y.—William C. Shields, 
76, former president of the Shields Con- 
solidated Slipper Corporation, died in 
Malone Hospital recently. With his 
brother, the late John J, Shields, he 


Retailers near military camps have 
made such tremendous demands on 
us for this shoe that we regret we 
haven't been able to keep up with 
the ever-increasing civilian demand. 


Winthrop 
Shoes 


priced to retail profitably 
at 


$5.50 to $8.95 
(Slightly higher in the West) 


H ALL TF, 
cS ¥ “Ws 


Winthrop, however, wants every deal- 
er who has this and other Winthrop 
military styles on order to know that 
we are doing everything we can 
to get your orders out and expect 
to be on top of the situation soon. 


started in business at Bombay, N. Y., a 
quarter of a century ago under the 
name of Shields Brothers, making moc- 
casins and slippers for men, boys and 
children. 

When this firm was replaced by 
Shields Consolidated Slipper Corpor- 
ation, he became its president. His son, 
Francis J. Shields, who is now presi- 
dent of the Shields Slipper Corporation, 
of Bombay, was superintendent, while 
Paul D. Earl, now president of Consol- 
idated Slipper Corporation, of Malone, 
was buyer of findings. 

Mr. Shields, Sr. retired from busi- 
ness several years ago. 
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Opportunities are ever present for more business on 
men’s shoes. Your market will respond to the right culti- 
vation. For best results your shoes should have something 
unusual about them to strengthen consumer appeal. Give 
your attention to the rapid-retailing lines of men’s shoes 
bottomed with Kistler Sole Leather. 
what is needed to place shoes in a class by themselves. 
With it you can cultivate consumer interest at the fitting 
It helps make selling easier. 
Your turnover increases. 
overlook men’s shoes carrying Kistler Sole Leather. 


Men’s shoes carrying Kistler Sole 
Leather retail at popular prices. 


That sole leather is 


It induces repeat 
Profits swell. Don’t 
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Shoes—The Part They 
Play in Civilian Defense 
[CONTINUED FROM PAGE 31] 


and buckle straps and are good shoes 
for office workers. You also have the 
softie types on low heels and wedges 
for wear with slacks and overalls, with 
culottes and knee length slacks and plus 
fours. Many of these shoes were shown 
as basic designs in our Feb. 7 issue in 
“Good Bases for Defense.” Others were 
illustrated in our Leather Section of 
March 14 in “Leathers Geared for War 
Service Shoes.” 
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In “Shoes for Women on the Home 
Front,” in our March 28 issue, we 
showed types for women in offices, 
stores, hotels and their own homes and 
kitchens. Feature shoes were included 
in this story for the millions of women 
who need the additional comfort pro- 
vided by this type. In the same issue a 
story on women workers in war fac- 
tories showed shoes with the very low 
heels and the wedges suitable for wear 
with slacks and overalls. These play 
shoe types, unlined, with their broad 
tread, soft but sturdy leathers, are ideal 
for women sitting or standing in one 


position for long hours. They are cool, 
soft and comfortable and allow good 
circulation. 

The growing need for nurses and 
nurses’ aides—already discussed in our 
April 18 story, “Nurses’ Shoe Market 
Booms in Wartime”—will increase your 
nurses’ shoe business very substantial- 
ly. Figures on the number of nurses 
needed for the armed forces are a mili- 
tary secret, but the proportions given 
are six nurses to every 1000 men in the 
Army and three to every 1000 men in 
the Navy. The number of women en- 
rolled as nurses’ aides has jumped from 
2851 as of Dec. 1 to 29,000 as of June 1. 
The goal set in the Spring drive was 
for 100,000 additional nurses’ aides. 
Thousands of registered nurses on the 
inactive list are coming back on active 
duty and the schools are being adapted 
to graduate 20,000 additional nurses 
during the coming year, making an 
anticipated total of 50,000 this year. 


Sturdy Shoes for Farm Work 


Another kind of volunteer defense 
work is already under way, wherever 
there is farm work to be done. Boys 
and girls and men and women are leav- 
ing the towns and cities to go to the 
aid of the farmer who is facing a seri- 
ous labor shortage. All over the coun- 
try civilians are taking up this very 
important war work. They will need 
shoes specially suited to this work. 
Many women and girls will find your 
sturdier casual shoes the most com- 
fortable. Strong, supple leathers, stout 
soles and low heels are what they will 
need. In addition, the shoes will give 
better protection, if they fit snugly over 
the instep. For women needing a firmer 
construction, your sturdier walking 
shoes should be the answer. Don’t for- 
get that the simpler the shoe, the bet- 
ter. A seamless oxford is not only soft 
and comfortable but it also offers fewer 
places for dirt to catch and perhaps 
enter the shoe. In “Shoes for an Active 
Summer,” in our April 11 issue, we 
showed a shoe for “Victory gardening.” 
It is seamless, low-heeled, thick-soled. 
We also suggested a wooden-soled 
Dutch type of shoe, to be worn over 
wool or heavy cotton socks. Probably, 
most women farmers will learn to wear 
thick socks for farm work. 

The type of defense work which con- 
sists in keeping up the courage and 
spirits of the men who face the fighting 
front is discussed elsewhere in this 
issue. It is an important part of the 
total war program and it.depends large- 
ly on maintaining as many of our nor- 
mal peace-time habits and ways as 
may be consistent with our all-out-for- 
victory policy. The clothes and shoes 
which contribute to this part of na- 
tional defense need not be frivolous or 
extravagant but they should be attrac- 
tive and feminine. 
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Wilshire Boulevard 
And Broadway 


[CONTINUED FROM PAGE 64] 


All Broadway and Wilshire backs up 
this opinion. R. K. Smith (The 
Broadway) pointed out that Fall shoes 
are mainly a conservative adaptation 
of styles which were good for Spring. 
More shoes are bought and sold on 
the more practical lower heels than 
heretofore, but a representative group 
of dressy shoes still has consumer ac- 
ceptance. 

Emphasis is placed on shoes women 
are wearing for every day, particularly 
the military types, according to Paul 
Jesberg (Walk-Over), with lower heels 
in the ascendency. Utility shoes for 
Civilian Defense workers and shoes for 
working feet are what are wanted, he 
finds. Most wardrobes do not have 
wearable shoes of this character, hence 
the universal ever-increasing sales in 
footwear of this character. 

Current opinions on high colors are 
varied. Downtown stores such as The 
May Co., Gude, Wetherby-Kayser, and 
the good suburban stores like the West- 
wood Village shops of Schwab and 
Harold, are finding a nice reception 
for the more subdued tones of greens 
and reds with antiqued finish. Man- 
del’s, whose Spring high colors ran 9 
per cent ahead of estimates, feels the 
high color selling will continue in high 
gear for several weeks. 

Out in the Wilshire Boulevard sec- 
tion, a store such as Sak’s Fifth Ave- 
nue, which has always done a marvel- 
ous job in selling high colors, considers 
bright red to be a standard shade next 
to black in sales acceptance, followed 
by the brown and tan families, then 
blues. 

Still checking at Saks, Ed Goodman 
finds lots of black doeskin pumps with 
bows and all kinds of ornaments to be 
volume sellers. A platform service 
shoe (“Wood Chopper,” a $12.95 re- 
tailer) having a hand-sewn moccasin 
upper treatment and developed in a 
rich tan calfskin, is a sensational seller. 

There is no let-down here in the de- 
mand for platforms of all heights; 
however, the interest in evening shoes 
has slackened. 


32 Years of Service 


PORTLAND, Me.— Walter C. Griffin 
celebrated his 32nd year of consecutive 
service with the W. L. Douglas Shoe 
Co., recently. Fellow employees pre- 
sented him with a gift. 


To Open Buffalo Office 


New York, N. Y.—Harry Levinson, 
well known shoe traveler, announces 
that, on July 12, he will open a sales 
and sample office in Buffalo, N. Y., for 
the benefit of the retail distributors of 
shoes in Western New York State and 
North and Northwest Pennsylvania, 
handling the lines of the following 
wholesalers: Lyons Shoe Co., Pincus 
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“Burnished Brown” Theme of Men’s Window 


Baltimore, Md.—The Hub, here, featured this window of Bostonian shoes recently. 


“Burnished Brown" was the theme, and the color was 


in the various metal 


props, highly polished so that the gloss simulated the gloss on the shoes. Interest 
was lent by the rustic atmosphere of the window. 





Shoe Co., Kay Shoe Co., Promenade 
Shoe Co., Duane Street Work Shoe Co. 
and the Advance Slipper Co. Mr. Levin- 
son’s new headquarters will be at 501 
Washington Street. 

Mr. Levinson has spent 35 years in 
the shoe business, during the last ten 
of which was New York State repre- 
sentative for Hannahson’s Shoe Co., of 
Haverhill, Mass. For the benefit of 
merchants who size in weekly, he is 
planning to keep his office open on Sun- 
days. 


Fashion Marches On 
[CONTINUED FROM PAGE 47] 


useful service in wartime, and what 
it has done in England it can and 
doubtless will continue to do, here in 
America. 

Changed conditions bring changed 
definitions. Fashion is a word that will 
need a new interpretation this year. 
For 1942-48 and for the duration, 
fashion will not mean high style as 
heretofore, and it will not mean frills 
and foolishness. It must mean, how- 
ever, enough variety and charm in 
color, form and ornament to give in- 
terest to clothes, to make them likable 
and desirable. 

The woman who is completely ab- 
sorbed in her clothes and her appear- 
ance is distinctly out of place in war- 
time. But the desire to maintain a 
certain standard of dressing is impor- 
tant. It makes for cheerfulness in 
everyday living and has a definite value 
in maintaining morale. 

If the only shoes available from now 
on were walking oxfords or sturdy 
wedgies, specially constructed factory 
shoes or nurses’ oxfords, then there 
would be no use in talking about 
trimmed and spectator pumps and step- 
ins, dressy oxfords and ankle straps; 
ballet types and espadrille lacings; 
pretty leisure shoes for the garden and 


the house. No one should be looking 
for extravagant novelties, but pretty 
wearable shoes with enough variety to 
whet a woman’s appetite for a new 
pair are in the market and women want 
them. 


New shoes .. . attractive shoes... 
are a sensible outlet for a woman’s de- 
sire for a little change in apparel. 
Changing one’s shoes at the end of the 
day is a healthful, restful thing to do. 
Moreover, a well-shod foot gives the 
appearance and feeling of being well- 
dressed more than almost any other 
article of clothing. Men know that. 
Women know it. Even children have 
a strong feeling of pride in new and 
pretty shoes. 

So, let’s be thankful and the urge 
for normal things still exists and that, 
in Our Industry in spite of war short- 
ages of many kinds and growing de- 
mands for supplying the armed forces 
of this country and its allies, shoemak- 
ers are still able to satisfy that urge. 


To Acquaint Retailers 
With OPA Regulations 


ROCHESTER, N. Y.—Volunteers have 
arranged to visit retail stores of this 
city, shoe stores among them, July 8, 
to acquaint owners with the new OPA 
regulations concerning commodities. In 
fact, it is designated officially as “Cost 
of Living Posting Day”. 

The volunteers, all of them civilians, 
plan to assemble at the Civic Exhibits 
Building on that day and make trips 
of inspection through the small terri- 
tories assigned to each one. They will 
see what is posted, tell what should be 
done, and after that rigid enforcement 
of the law is expected. 

Indications are that OPA authori- 
ties will, after complete warning has 
been given, be “hard boiled” in exact- 
ing obedience to the wartime rules. 
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BUY WAR SAVINGS BONDS AND STAMPS 


REMOVABLE 
SPIKES 


AT ONCE 
DELIVERY 
* Brown Elk Uppers 
Style #2165 
Sizes 6-12 


Men's No. 2160 & 2161 
Ladies’ No. 2140-2141-2142 
Send for Catalog—ASCO ATHLETIC FOOTWEAR 


ARNOFF SHOE CO.,INC., 10) Duane St..N.Y.C 
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TANNERIES AT oun RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. © BOSTON, 42 UNCOLN ST. 


PIGSKIN 


INNERSOLE JUNTER WELTING 








Insures “Lucky” Shoes 


HOLLYwoop, CALIF.—The most worn- 
out shoes in America became the most 
expensive. Clem Bevans, recently 
signed Paramount actor who plays a 
leading role in “Tombstone”, took out 
an insurance policy with Lloyds of 
London covering his “lucky” leathers 
against come-what-may for $2500. For 
40 years, during both stage and screen 
work, Bevans has worn the shoes. 


Appointed Groves Buyer 


Cuicaco, ILt.—T. R. Ingram has re- 
cently been made buyer for Groves 
Shee Company, Chicago wholesalers. He 
succeeds Wesley Razor, who has re- 
tired because of ill health. 


T. R. INGRAM 


For the past eleven years Mr. In- 
gram was buyer of women’s style and 
arch shoes for Sears, Roebusk & Co. 
and prior to that operated an inde- 
pendent shoe store in Pine Bluff, Ark. 
He previously sold shoes on the road. 
He announces that the Groves Shoe 
Company will continued to operate a 
high style business, but is also consid- 
erably expanding its line of house slip- 
pers and is adding a line of arch shoes. 


Officers Elected 
For Merging Firms 

Boston, Mass.—In line with the 
merger of interests between J. J. Grover 
Shoe Co. and Knights-Allen Co., Oscar 
Brown has been elected president of 
the J. J. Grover Shoe Co., with M. L. 
Mowry, vice-president, and F. C. 
Mowry, treasurer. F. C. Mowry has 
been elected president of Knights-Allen 
Co., with Oscar Brown, vice-president, 
and C. R. Edwards, treasurer. An in- 
terlocking board of directors has been 
elected for both concerns. 

The two companies will continue 
manufacturing as heretofore the K. A. 
men’s slippers and the Grover comfort 
shoes. 


Add Sports Line 


Detroit, MicH.—Norton’s Juvenile 
Shoppe, one of the few neighborhood 
stores in Detroit specializing in chil- 
dren’s footwear, has been named 
Norton’s Juvenile and Sports Foot- 
wear, indicating an expansion in lines 
to include sports lines as well, Store 
is operated by Mrs. Mabel S. Norton 
at 16914 Kercheval Avenue, in the 
exclusive Grosse Pointe section of 
Detroit, and is ideally situated for 
this unique specialty combination in 
a swanky shopping center, 


OUTDOOR 
FOOTWEAR 


BASS 








Set Dates for Michigan Fair 


Detroit, MicH.—Joint Shoe Fair 
Committees of the Michigan Shoe 
Travelers’ Club and the Michigan Re- 
tail Shoe Dealers’ Association met for 
a day of fun and business at the Sum- 
mer home of the travelers’ president, 
Frank A. Huetter, Kum-Bak Cottage, 
at Lake Orion, forty miles north of 
Detroit, recently. Plans were laid for 
the entire convention schedule. 

Most important was the official change 
of date of the Michigan Shoe Fair from 
January to November 8-9-10. Im- 
portant in the discussion was the reali- 
zation that there would be great em- 
phasis upon placing Spring orders 
early this coming Winter, because of 
anticipated slow deliveries. 

“Business outlook for the coming 
season continues to be most favorable, 
according to a consensus of the mem- 
bers present,” Mr. Huetter said. “We 
are certain that this Shoe Fair will be 
the biggest in Michigan’s history.” 

Those present included, for the trav- 
elers, S. S. Weiss, Moe Cantor, Bruce 
Dickman, C. E. Armbruster, and Her- 
man Meyer; and for the retailers, 
Walter Magee, Clyde K. Taylor, Guy 
Dixon, and Sam Plotler. Wives. of 
the committee members attended, and 
were entertained by Mrs. Huetter with 
card games and rides on the lake. 
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Rubber Has Impertant Place 
In Footwear for Army 


[CONTINUED FROM PAGE 40] 


the purchasing procedure would be con- 
siderably expedited. 

With the cooperation of rubber heel 
and sole manufacturers, the Army 
finally developed a three-quarter length 
rubber tap, 12 irons in thickness, made 
of a black carbon compound equivalent 
to the highest commercial quality. The 
necessary molds for producing this new 
Army.tap were purchased ty the Army 
and allocated to rubber manufactur- 
ers, thereby assuring a wide distribu- 
tion of the business among such manu- 
facturers and protection against any 
steppages in production due to condi- 
tions prevailing in any particular ter- 
ritory. 

Actual production of the new Army 
three-quarter length rubber tap com- 
menced in January, 1942, and a total 
of approximately thirteen million pairs 
have been manufactured since. About 
two million of these have teen pur- 
chased by the Army for shoe repairing 
and the eleven million balance has gone 
on new service shoes. 

Due to the stringent crude rubber 
situation, the original compound has of 
necessity been reduced; despite this, 
taps being presently manufactured are 
said to be giving better results than 
competing materials. 

At the present time actual service 
tests are being conducted on an Army 
tap made entirely of reclaimed rubber. 
Preliminary results seem to assure a 
product in which absolutely no new 
rubber is used which will nevertheless 
give more wear than competing and 
scarcer materials. 

Although Army garrison shoes for 
many years have been equipped with 
rubber heels, it was not until 1941 that 
rubber heels were utilized to any ex- 
tent on the Army service shoe. It is 
somewhat difficult accurately to esti- 
mate the quantity of rubber heels the 
Army has used, but probably about 
eighteen million pairs have been util- 
ized for new shoes and shoe repairing 
during the past year and a half. In 
addition to the cushioning properties of 
the rubber heel which contribute to the 
health of the service men, the heel orig- 
inally made from crude rubber, and 
more recently entirely from reclaimed 
rubber, has aided materially in over- 
coming the serious shortages of other 
materials utilized for heels on Army 
shoes. 

The rubber manufacturing industry 
has also contributed to the health of 
the Army through its waterproof foot- 
wear products, chiefly the so-called 
“artics” or “four-buckle gaiters.” Since 
January, 1942, the Army has pur- 
chased approximately 1,700,000 pairs 
of arctics which have seen service not 
only in home areas, but in the cold and 
wet of northern outposts and the trop- 
ical downpours of other action fronts 
of our military forces. When to these 
figures are added approximately 160,000 
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Sizes Sizes 
2/6 6%/9* 
Style 742— White Elk 

Style 740—Patent Leather 


suited for growing life. 


makers. 


Write for ELAM catalog — your 
nearest regional distributor will 
do the rest. Speed in delivery 
means rapid turnover and mul- 
tiple sales and profits. 








A BOOM IN BIRTHS 


Opportunity for Shoe 
Stores to SELL MORE 


Sizes 

/ 6%/9 
Style 772—-White with Brown Elk Saddle 
Style 774—Brown with Smoke Elk Saddle 


We too play an important part in the progress of young 
Americans—We build the shoes in sizes and shapes best 


Merchants everywhere find ELAM In-Stock Pre-Welts the 
best juvenile friend-makers, customer-makers and profit 


F.S. ELAM SHOE CO. 








pairs of rubber boots bought by the 
Army in the same period, together with 
400,000 arctics and 20,000 boots taken 
by the Navy, some appreciation is had 
of the service rubber manufacturers 
have been able to render to our country’s 
armed forces. In these items of pro- 
tective footwear significant crude rub- 
ber savings have also been made 
through changes in Specifications, 
while maintaining satisfactory wear. 
In addition to the making of rubber 
coats, footwear workers have moved 
into an entirely different field within 
their own plants and are turning out 
de-icers for airplane wings and doing 
what War Department authorities re- 
gard as an exceptionally fine job. The 
individual operator or rubber worker 
at the bench in a footwear plant has 
been so highly skilled that practically 
little training has been required to 
adapt them to such highly skilled work. 


Reiss Heads Baltimore 
Shoe Fair 


Ba.tTrmore, Mp.—Elkan R. Reiss, of 
D. Myers & Son, Baltimore, heads the 
general committee for the Baltimore 
Shoe Fair, to be held at the Lord Bal- 
timore Hotel, July 12, 13, 14. 

One of the highlights of the show 
will be the Shoe Buyers’ Frolics on 


Monday evening, July 13, when over 
500 shoe retailers from New Jersey to 
Florida will be given the picture of the 
state of the nation from the wholesaler 
and retail shoe dealers’ standpoint, fol- 
lowed by an evening devoted to the 
shoe buyers, featuring famous radio, 
stage and screen stars. Nearly one 
hundred exhibitors will display early 
Fall footwear to the expected 500 re- 
tailers from eight states. 

Mark Kolker and P. Irvin Volk are 
co-chairmen of the Baltimore commit- 
tee, assisted by all of the Baltimore 
wholesalers. 

Paul Connolly, of Best Shoe Company, 
is chairman of the Shoe Buyers’ Frol- 
ics committee, assisted by James A. 
Lippman, Lester Pincus, M. J. Saks, 
David Abrahams, Ben Shaman, John 
Garfield, Sam Friedman, Bernard Kell- 
ner, Harry Kaplan, Herman Wasser- 
man, Hy Goldstein, Eli Winnick and 
D. J. Hunn. The hospitality committee 
is headed by Samuel Brown, of the 
Samuel Brown Shoe Company, and in- 
cludes Max Stern, Dan Goldman, 
Simeon Pearl, Edward Gould, Julius 
Reisman, Harry Clickstein, Sam Mais- 
trosky, Ben Shamin, Melvin Marcus, 
Nathan Jacobson, J. A. Kemler, Joseph 
Epstein, Dave Ruby and Louis Green- 
wald. 

Eugene A. Richardson is managing 
director of the show. 
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Good Will Week Promotes 
Bond Sales 


Mapison, Wis. — Baron’s annual 
Good Will Week had an added signifi- 
eance this year. Instead of merely 
signing the Good Will book for their 
favorite organization, club, group or 
charity as in the past, people were 
asked to buy war stamps or bonds 
and indicate the amount of such pur- 
chase along with the names of their 
favorite organizations. 

Flags inside the store furnished at- 
mosphere in connection with the six- 
day observance and Victory booths for 
the purchase of bonds and stamps and 
registration were located on the first, 
second and third floors of the store. 

Five hundred dollars in bonds were 
given to the winning organizations 
with the YWCA winning first prize, a 
$200 bond; the Council of Jewish 


Inventory Control for Shoe Stores 


by LEO L. REICH 


York 


Certified Public Accountant 
New 


The War Production Board’s “First 
Draft” on inventory control does not 
represent a final order but will, in its 
final form necessitate a more careful 
stock control and possibly the curtail- 
ment of inventory on hand in the fu- 
ture. In addition there exists a situa- 
tion whereby shoes available for civi- 
lian use may become scarcer and de- 
liveries less certain. These rapidly 
changing conditions emphasize the wis- 
dom of having proper unit control 
methods instituted in retail shoe stores 
so that more efficient management may 
be achieved. 

Proper records on inventory control 
will furnish information as to quanti- 
ties and values of inventory so that 
there may be known from transactions 
which have taken place the amount and 
value of shoes on hand at any given 
date. A careful and accurate keeping 
of unit inventory control will serve the 
following purposes: (1) Reflect the 
number of pairs of shoes on hand at 
any given date; (2) act as a guide in 
buying; (3) Reflect price ranges that 
are good sellers and those that are 
poor and should be pushed; (4) Act as 
an aid to keeping investment in inven- 
tory at a minimum consistent with 
proper values by elimination of price 
ranges and styles which are poor sell- 
ers; (5) Prevent loss of sales as a re- 
sult of shortages in particular styles 
and sizes; (6) Keep working capital 
in a liquid condition. 

The important items of information 


to be found on any inventory control 
form should include: 

1. Quantity (pairs) on hand at the 

beginning of a period. 

2. Quantity received in during the 

period. 

3. Quantity of purchases returns 

during the period. 

4. Quantity of sales and sales re- 

turns during the period. 

5. Merchandise on hand at the end 

of a period. 

It is desirable that sales be analyzed 
daily, according to merchandise classi- 
fication and price lines and wherever 
necessary as to colors and sizes. The 
information as to colors and sizes may 
be summarized periodically to deter- 
mine trends. A card system may be 
set up which will reflect the following 
valuable information for each style: 
(1) Source of supply; (2) Number of 
units on hand; (3) Number of units 
sold; (4) Number of units received. 
Reports under this method will show 
the relative proportion of sales of the 
various styles, the best selling price 
lines and will also act as a guide for 
future buying. 

In summarizing it should be noted 
that a physical inventory should be 
taken several times during the fiscal 
year and the results obtained should 
be checked against the unit control rec- 
ords for purposes of. comparison. 

The following’ form is sugzested for 
retail shoe establishments. This form 
can be varied to include the transac- 
tions such as inter store transfers, etc. 





Number ADD 
of Pairs at 


Price Range 
Beginning of Day 


Received in 





DEDUCT Other Stock 
Returns Adjust- on Hand 
to Manu- at End 
facturers 





























Women, second prize, a $150 bond; the 
Bethel Lutheran Church, third, a $75 
bond; the Catholic Women’s Club, 
fourth, a $50 bond, and the Christ 
Presbyterian Church, fifth prize, a 
$25 bond. 

This annual promotion has helped 
stimulate store traffic for Baron’s, 
whose slogan is “Keeping Old Friends 
—Making New.” 


Completing Honor Roll 
Of Service Men 


Wausau, Wis.—Winkelman’s, local 
department store, is completing a 
permanent honor roll of every Wausau 
and Marathon County man in the 
armed service. It has urged parents 
and friends to bring in the name, ad- 
dress and picture of every man in 


service and is utilizing this informa- 
tion as a clearing house for those 
desiring to mail letters or gifts to 
service men. From time to time the 
store has been displaying in its win- 
dows the photos of these men and the 
stunt has been creating considerable 
favorable publicity for the firm. 


To Manage Fashion Bootery 


Ocpen, UTAH — Larry Burbidge, 
formerly shoe department manager at 
The Emporium, Ogden’s most popu- 
lar department store, has been ap- 
pointed manager of- the Fashion 
Bootery ‘at 2481 Washington Boule- 
vard. He assumes his new post with 
many years of experience in the shoe 
business and specializes in the fitting 
of shoes for women. 
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Basic-type shoes with the 
4-point features of Bellaire 
COMFORTABLES, and FOOT- 
Loose sHoES by Bellaire 
are never outmoded. Low 
and medium heels, to help 


War Walking | 
brings them into your store for 


COM FORTABL! 


BASIC Types Today..... 
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properly support all wom- 
én on their feet in today’s 
jobs, to help them “Keep 

heir Feet.” With air-cush- 
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Left & Right HEELS 
and TUFFIES 


Your shoe repair department should be more important and profit- 
able now than ever before. Your customers are conserving; mate- 
rial and style restrictions are increasing. 
1.T.S Left and Right Rebber Heels for men and I.T.S Tuffie Heel 
Lifts for women are your best 
bet for times like today. They 
to justify profitable 
ice work. Left 


getting it. 
eature I.T.S in your shoe re- 
pair shop. Specify I1.T.S if you 
contract your work. 


THE I-T-S COMPANY 


ELYRIA, OHIO 





ive, basic-type combination 
lasts to fit snugly, correctly. 


Styled to look well. Made to 


wear well. 
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Immediate Delivery 





Leather—tThe Part It 
Plays in Wartime 
[CONTINUED FROM PAGE 33] 


subject almost completely to govern- 
ment control, is for the future to de- 
termine. 

Further factors were cited by I. R. 
Glass Tanners’ Council economist, at 
the Spring meeting of that body. 

“Military requirements in calf 
leather,” he said, “are not as great in 
proportion to available supply as in 
cattlehides. Approximately 1,500,000 
skins will be needed during the coming 
year for the manufacture of Navy 
shoes, leaving about 10 million skins for 
civilian consumption. The latter figure 
is, however, materially lower than the 
normal consumption of calf leather and 
the problem confronting calf tanners 
may be accentuated by disruption of 
raw material shipments from abroad. 

“In estimating the quantity of sheep 
and lamb skins which may be required 
by the government, a distinction must 
be drawn between shearlings or wool 
skins and all other types of sheep and 
lamb skins. Under the War Production 
Board order, all suitable shearlings 
may be processed by tanners only for 
military contracts, and therefore, the 
only shearlings available for civilian 
use will consist of skins rejected by the 
government. In 1941 tanners produced 
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more than 6 million shearlings; during 
the current year the rapidly expanding 
air force will need at least that num- 
ber of skins to provide protective cloth- 
ing for pilots and other personnel. 
Military use of other sheep and lamb 
leather is comparatively negligible. 
Horsehide leather for gloves and gar- 
ments represents another major item 
of military demand. It was estimated 
that between 75 and 80 per cent of all 
domestic horsehides and imported ma- 
terial would have to be processed for 
Army use and that supplies of this 
leather for civilians would be reduced 
to a fraction of the pre-war level. 

“The last important type of leather 
for government purposes is goat gar- 
ment or glove leather. Under a recent 
WPB regulation, goat and kid tanners 
must set aside all skins of specified 
grades for manufacture into leather 
satisfying military requirements. The 
total number of skins which will be re- 
served by tanners under this conserva- 
tion order is indeterminate since all 
goatskins are imported and future 
shipments to the United States are al- 
most entirely dependent upon the ex- 
igencies of shipping. Assuming a dras- 
tic reduction in 1942 imports from the 
1941 level when more than 45 million 
skins were imported, it is likely that up 
to 6 million goatskins may be set aside 
for military purposes.” 

As Everett W. Pervere, new chair- 


man of the board of the Tanners’ Coun- 
cil of America, told members at their 
recent meeting in New York, “Our 
fault, if it is a fault, has been a ten- 
dency to keep our sights too high and 
to be impatient in awaiting govern- 
ment action. However, that is a fault 
we shall gladly admit because it will 
never be justly said of this sector of 
the industrial front that ‘too little was 
done too late’.” 


Colonial Employees 
Enjoy Outing 

Boston, Mass.—The 17th annual out- 
ing of the Colonial Tanning Company, 
Inc., was held recently and was at- 
tended by the largest number of em- 
ployees ever to participate in one of 
these occasions. Owing to the gasoline 
and rubber situation, it was decided to 
forego the customary program, includ- 
ing the usual intra-company baseball 
games, boating, swimming and other 
activities. The elimination of the base- 
ball games was a great disappoint- 
ment to all of the employees, in view 
of the keen rivalry which has existed 
between the various departments of the 
company for a number of years. 

In place of the usual program a fine 
luncheon was enjoyed at the Hotel Ken- 
more, after which the entire organiza- 
tion attended the two baseball games 
at Braves Field. 
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COMIC BOOK GIVE-AWAYS 


For the best way to win young friends and 
turn them into volunteer salesmen, give them 
Comic Books with their purchases. Hundreds 
of smart shoe merchants find Comic Books a 
sure key to children’s sales. We offer recent 
issues of 10-cent Comic Books at fraction of 
their regular price. Ten different titles in 
every order. Write for terms before ordering 
for vacation and back-to-school business. Give 
quantity you can use. 


M. P. PREMIUM CO., INC. 
412 Greenwich St., New York, N. Y. 
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Style 36146 Catalog 


THE ARNOFF SHOE COMPANY, 7 
101 Duane Street Now York, N. 
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EXTRA 
PROFIT MAKERS 


St. Louis’ finest makes always 
on the floor. 
JOBS .. . SAMPLES 
CANCELLATIONS 


Women's better grades 
la dress and sport footwear 


SCHNEIDER SHOE CO. 
1404 Washington Ave., St. Louis, Mo. 








Overshoe Chosen for Women’s Army Corps 


The overshoe which has been chosen in the first order for the Women's Auxiliary 
Army Corps is illustrated by the sample above. It is a black rubber two-snap 


model which is both serviceable and functional. 


Boston, Mass.—The overshoe chosen 
as official in a trial order for the 
Women’s Auxiliary Army Corps is a 
black rubber two-snap model, without 
frills, but completely serviceable and 
functional. This model illustrates the 
type of rubber foot-covering which will 
be worn by civilian women customers 
for the duration of the war. 

More simplified patterns can be pro- 
duced on a ratio of three to one against 


Model from Hood Rubber Co. 


the high priced rubber galosh that has 
been featured in the past. It is the 
present aim of rubber footwear manu- 
facturers to provide the civilian con- 
sumer with a good substantial utility 
foot-covering for stormy weather, and 
it is becoming increasingly apparent 
that it will be considered both patriotic 
and smart for women in civilian life 
as well as those in the armed forces 
to forego fancy rubber overshoes. 





Elect New York State Directors 


ROCHESTER, N. Y.—Members of the 
executive council of the New York State 
Shoe Retailers’ Association at a special 
session elected the following new di- 
rectors: Avery J. Leinson, shoe buyer 
for The Wallace Company, Schenec- 
tady; Philip Raticle, shoe buyer for 
Carl Company, Schenectady; Cal 
Hand, shoe buyer for the W. H. Whit- 
ney Company, Albany, and Saul Gould, 
793 Albany St., Schenectady. 


This Time It’s 
Mother and Son 


Detroit, MicH. — Unique mother- 
and-son partnership has. been estab- 
lished in the Jean-Mack Bootery at 
11259 Mack Avenue, on the East side 
of Detroit. Store was founded about 
eight years ago by Mrs. Leah Silver- 
man, and in recent years has been 
managed by her son, Lawrence Sil- 
verman. Now young Silverman has 
been taken into the firm as a full 
partner with his mother. The store 


caters to a popular-priced family 
trade. 


Cooperative Ad Stresses 
Proper Fitting 

MILWAUKEE, Wis.—“Properly Fitted 
Shoes Will Put America Back on Its 
Feet” was the caption of a full-page 
newspaper advertisement appearing 
in a recent local daily and carrying 
copy from local shoe dealers encourag- 
ing people to purchase proper fitting 
footwear. Centered in the advertise- 
ment was an article from a recent 
American Weekly covering an inter- 
view with Dr. Joseph Lelyveld, chair- 
man of the National Foot Health 
Council, and explaining why most peo- 
ple have difficulty in walking and what 
to do about it. 

Shoe firms using copy on this page 
included the Tendick Shoe Co., Walk- 
Over, Caspari & Virmond, Dyer’s Shoe 
Store, Ray Deutsch, Horton’s, Enna 
Jettick Shoe Store, Boll’s and the S. J. 
Brouwer Shoe Co. 
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For Your WINDOW TRIMS 


3 COLOR CARDS, orange background, red flower, 
green stems, on buff cardboard; same colors on PRICE 
TICKETS, printed on white. 

if are not re- 

ceiving our sam- 


ple meoilings, just 
write us. 


Size 
of Display Card 
8” x 14” 





154” x 21/4” 
12 Doz.—$2.25 
a 
150 Different 
Prices in Stock 
Any selection of 
prices desired 
Check with Order 
If C. O. D. Pre 


ferred, Add 12c 
If Special Delivery 
Add 15c 
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DISPLAY CARDS: 60c Each; 3 for $1.50 
List of texts to select from will be sent on request 
Blank cards with design illustrated 4 for $1.20 


Detailed Information on Monthly Service at Your Request 


BOOT AND SHOE RECORDER 


MARBRIDGE BUILDING 


47 West 34th Street 1328 Broadway 
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Shoe Men Working 
For Blood Bank 


ROCHESTER, N. Y.—Albert B. East- 
wood, chairman of the board of William 
Eastwood & Son, oldest and one of the 
most prominent retail shoe stores here, 
and Madison W. Pierce, active head of 
the firm, are making notable contribu- 
tions toward building up the Red Cross 
blood bank to help save the lives of 
members of America’s armed forces. 

As chairman of the Blood Procure- 
ment Service, Mr. Pierce carries on 
continuous efforts to keep up the quota 
of 1,200 units of blood a week from 
this city, making strong appeals to 
groups to aid this patriotic and humane 
enterprise. 

Mr. Eastwood is donating use of his 
seven-passenger automobile to carry 
blood donors from small industries to 
Strong Memorial Hospital, which is 
equipped for this service. 


Takes Over Shoe Store 


Detroit, MicuH.—The Modern Shoe 
Store, Inc., neighborhgod store at 
8627 Hastings Street, has been of- 
ficially dissolved as a corporation. 
Isadore Cohen, who was principal 
owner in the company, has taken over 
the store, which also carries general 
furnishings lines, under his own name. 
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CHICAGO, ILLINOIS 


New York 





Novel Display Sells 
Summer Shoes 


Minneapolis, Minn.—The novel display 
above appeared in one of the windows 
of Brown Clothing Company, here, re- 
cently, in connection with the store's 
Quarter Century Sale. The decorative 
palm tree motif and the grass maf cov- 
ering of the window floor contributed a 
Summer atmosphere appropriate to the 
shoes displayed. 


Eight Stores Incorporated 


HARRISBURG, Pa.—Eight Jean Frocks 
stores, retailing women’s shoes and 
clothing, have been incorporated in 
Pennsylvania as separate operating 
units. The stores are located in Sun- 
bury, Williamsport, New Castle, Bea- 
ver Falls, Warren, Oil City, Sharon, 
and Greensburg. Certificates of incor- 
poration have been issued by the State 
Department to each of the new cor- 
porations. 

All the stores are incorporated by L. 
H. Gluck and S. Gluck, New Bruns- 
wick, N. J., and J. A. Lichtenstein, 
Brooklyn, N. Y. 


Display Bonds 
For Freedom Week 


PoRTLAND, Me.—Boston Shoe Store, 
enjoying its 25th year of business is 
featuring a window display of war 
bonds for Freedom Week. Word re- 
ceived from Ralph Blumenthal, former 
employee, states that he has recently 
received a promotion in the Navy. 


Hold Open House 


POCcAHANTAS, IA. — The Robinson 
Shoe Store held open house recently, 
celebrating opening in their new mod- 
ern. building. 





Classified and Want Ads 





SALESMEN WANTED 


FOR SALE 


WANTED TO PURCHASE 





A REAL MONEY MAKING OPPORTU- 

NITY for live wire salesmen for Ohio, 
Michigan, Indiana, Illinois, Iowa, Missouri, 
Kansas, Oklahoma and Nebraska to sell a fast 
styled line of in stock Ladies’ Novelties, Sport 
Oxfords, and Arch Support Shoes, retailing 
from $1.98 to $2.45. Proven patterns from the 
best factories in this grade. Priced right. Com- 
mission basis only with no advances. We make 
deliveries. Give full details as to experience, 
age, territory covered, present and past em- 
ployers and volume of sales. BOSTON 
NOVELTY SHOE CORP., 120 Lincoln St., 
Boston, Mass. 





SALESMEN WANTED: To represent manu- 

facturer of Women’s Play Shoes, to retail 
from $3.00 to $4.00; on commission basis only. 
We have the following territory available— 
Michigan, Indiana, Ilinois—not including Chi- 
cago—Mexico, Arizona, Colorado and Wiscon- 
sin. Only men that can produce need apnlv. 
Address #566, care Boot & Shoe Recorder, 209 
So. State Street. Chicago, Ill. 





ANTED: SALESMAN to carry as a side- 

line a Jobbers Line of Povular Price Chil- 
dren’s and Misses” Shoes, $1.39 to $3.45 retail- 
ers. Territories of Pennsylvania, Coal Region, 
Maryland, Washington and Virginia, preferred. 
Commission basis. Good deliveries. Address 
#569, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





ANTED: SALESMEN who cover territory 

frequently to handle as sideline, fast selling. 
nationally advertised slipper. $3.00 retail. Ter- 
ritories open—Ohio westward to Coast. RUTH 
SHOE CO., ALBANY, N. Y. 





SIDE LINE WANTED 


ANTED—Representatives now calling on 

shoe trade to sell sideline of Comic Books 
for giveaways. Now widely used by alert shoe 
merchants. Proven best methed of drawing chil- 
dren’s trade. Promotion tie-uo furnished. Ter- 
ritories open. M. P. PREMIUM CO., INC.., 
412 Greenwich St.. N. Y. C. 








WANTED. experienced children’s shoes side- 

line salesmen for old established line of in- 
fants’ and children’s shoes. Several good terri- 
tories open, especially Michigan. Address 
B-570, care Boot & Shoe Recorder, 100 East 
42nd Street New York, N. Y. 





FOR RENT 








FOR SALE 
AVAILABLE PROMPTLY FROM NEW YORK 
EXPORTER 


235 CASES FANCY HEAD HOBNAILS 
3/8; 460 CASES HAND SHOE TACKS 
SIZES ¥2 TO 3. 


Address Box 558, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 








SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shees 
from retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5378 











SALES MGR. WANTED 


S ALES MANAGER, to become actively as- 

sociated with mid-west shoe manufacturer ot 
children’s and growing girls’ high grade welts 
at popular prices. Investment required. Ad- 
dress B-571, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








FOR LEASE 








SHOE STORE FOR LEASE 


18,000 Population, Oklahoma. Refineries and De- 

fense payrolls, Main Street location. Established 

business, regular lines, jobs and samples. Owner 

retiring. Applicant for this location must have 

ample capital. 

Address 567, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, WN. Y. 











O LEASE: Modern Shoe department old 
established in good department store indus 
trial city 35,000 population. Northern Indiana. 
Did profitable business women’s and children’s 
medium and better shoes. Modern fixtures. 
Former stock liquidated. Reason owner in- 
ducted in army. Favorable lease, small invest- 
. wonderful opportunity. Address #572, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





POSITION WANTED 


WOMEN’S SHOE DEPARTMENT MAN. 

AGER, experienced; young; go-getter, avail- 
able about July 20th. Address #568, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 











TORE 13x100 next to Woolworth; 100% lo 

cation; now occupied by shoe chain; available 
July ist. Address #565, care Boot & Shoe 
a 100 East 42nd Street. New York, 
ay. . 





PROVEN outstanding shoeman, medium and 

better grades, buyer, manager, salesman, 37. 
Class 3-A, Available 30 days. Address #573, 
care Boot & Shoe Recorder. 100 East 42nd 
Street. New York, N. Y. 





SHOE STORES WANTED 
FOR CASH 
Men's, women's, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Onusual references on request 








CASH 


For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadelphia, Pa. 
Phene Lombard 2062 








BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


We buy for cash surplus or complete shoe stosks. 
Branded or 


BARS CEAS. 
19 N. Fourth St. Philadeipbia, Pa. 
Phone Market 1668 








WE BUY 
Entire or us Wholessle acd Retail 
Stocks. Also randed Shees such as 
Walk-Over, Enna-Jettick, Vital- 
ity, Arch Queen Quality, Bos- 
toniana, Stetson, Red Croes, Nunn-Buek, Ete. 

IRVIN RUBIN 
“The House of Jobe" 
SO Reade St., Cor. Charch 

Phone Barciay 7-7887. New York Clty 




















Named .Assistant Manager 

Cotumsi1A, S. C.—R. W. Barber has 
been named assistant manager of the 
Thom McAn Shoe Store, at 1412 Main 
St., here. 








CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication * 
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Shoe Stores Back Up 
War Bond Drive 


[CONTINUED FROM PAGE 73] 


assuring him of the heartiest coopera- 
tion have been received from L. V. 
Hershey, chairman of the board of the 
National Boot and Shoe Manufactur- 
ers’ Association; Clem Heim, presi- 
dent, St. Louis Shoe Manufacturers’ 
Association; Everett W. Pervere, 
chairman of the board, Tanners’ 
Council of America; and Louis H. 
Salvage, president, New England Shoe 
and Leather Association. Many of 
these organizations reported that most 
of their membership already had been 
contacted, their drives were well under 
way and would be continued vigorously. 

N.S.R.A. has had designed a certifi- 
cate carrying the national colors, one 
of which, suitably inscribed, will be 
given to every firm whose employes 
subscribe 100 per cent to the payroll 
deduction plan ‘of buying bends and 
stamps. This plan, Mr. Volk feels, is 
the more important of the two plans 
now under way, since it assures a con- 
stant flow of funds to the United States 
Treasury, whereas money received from 
customers of retail stores is apt to vary 
considerably from week to week. The 
latter, however, he asserts, is no reason 
for not attempting to make the sale in 
retail stores. 

Department in Washington, says: 

A news release from the Treasury 

“To launch plans for American He- 
roes Day, July 17, the biggest one-day 
nation-wide War Bond and Stamp pro- 
motion ever attempted by any group, 
the Retail Advisory Committee to the 
War Savings Staff of the Treasury is 
sending an eight-page plan booklet to 
60,000 department store and chain store 
executives, to newspaper publishers, 
and to mayors of cities. 

“This plan book, prepared under the 
direction of the Retail Advisory Com- 
mittee by the Meyer-Both Company, 
contains complete information on how 
each individual community can put over 
American Heroes Day, with particular 
stress being laid on newspaper adver- 
tising for the big event. The plan book 
is built around the pre-test idea, used 
by national newspaper advertisers. 
Pre-test of the American Heroes Day 
promotion was made in several cities 
where the merchants devoted news- 
paper advertising for their big day 
exclusively to War Bond and Stamp 
selling.” 
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Shoes for the Navy, 
Marines and Coast Guard 


[CONTINUED FROM PAGE 29] 


Until the English introduced the 
Commando method of making things 
uncomfortable for the German occu- 
pants of western Europe, the Marine 
Corps of the United States contented 
itself with two types of shoes. Now, 
however, there are three — the United 
States Commando boot having teen 
added to the list. As this boot—really 
a high shoe with special features, is 
still in the experimental stage, specifi- 
cations are not given here—not be- 
cause they are a military secret but 
because they are apt to be changed 
without warning. 

There are, then, really only two 
staple shoes in the Marine wardro<e. 
The first is the so-called dress shoe—a 
high, blucher-cut style made of chrome 
tanned, boarded calf leather—medium 
dark brown in color. The second is 
the field boot, much heavier than the 
dress. The upper stock is the familiar 
retan stock (side leather) used in 
Army service shoes, but with the flesh 
side outside instead of the grain side, 
as in the case of the Army footwear. 
Both shoes have substantial leather 
soles. Both are made over the Munson 
last. 


Santa Barbara Store 
Capitalized Earthquake 
[CONTINUED FROM PAGE 66] 


delays Ralph found that business actu- 
ally showed an inerease, not a decrease, 
over corresponding weeks of the pre- 
vious year. 

The new front is a big improvement. 
The glass has been made narrow enough 
to do away with the need of a valance. 
The dado or bulk-head has been built 
with a toe recess to reduce the amount 
of cleaning necessary, the windows are 
ventilated through this recess. This 
store is built with a beautiful patio 
fully inclosed at the rear and Mr. 
Runkle has now moved his office down 
to form one side of the patio in which 


—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


A monthly matrix service ,& carefully 


written copy, photog 

ful art work for direct mail and news- 
paper advertising. 

Vincent Edwards Idea Clip- 
ping Service 

Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 


stores ond cities you want to see or 
—_ the selection to our advertising 


stoff. 
. Learn Advertising at Home 
Advertising is an interesting study and 
prepares you fo write more effective 
letters; to acquire a larger vocabu- 
lary; te comprehend the sales and 
merchandising problems of a business, 
and to be definitely in a position to 
+ gama business development 


s 
VINCENT EDWARDS & CO. 
World's largest advertising service 


342 Madison Avenue, New York City 














he has planted a large number of at- 
tractive and rare plants. The view 
from the front door now is directly 
down the center of the store and into 
this patio. In the process of moderni- 
zation, new fluorescent lights were 
added and the wall re-tinted. 

“No misfortune like this one is really 
a misfortune if a fellow schemes out 
a way to cash in on it. Damage to our 
front turned out to be a gain!” That is 
the way Ralph puts it. 


Exhibit Soldiers’ Shoes 


MILWAUKEE, Wis.—Feature of a War 
Exposition held in the Auditorium here 
recently, was an exhibit of shoes worn 
by American soldiers from the days of 
the Revolution to the current war. The 
affair attracted thousands of persons 
and resulted in the sale of an esti- 
mated $2,500,000 in war stamps and 




















Dates to Remember 


Michigan Shoe Travelers’ Club, 
Annual Fall Shoe Show, Hotel 
Statler, Detroit, Mich. 

July 6, 7, 8, 1942 

Second Annual Baltimore Shoe 
Fair, Lord Baltimore Hotel, Bal- 
timore, Md. July 12, 13, 14, 1942 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 

July 27, 28, 1924 

National Shoe Fair, Hotel Stevens, 
Chicago, Illinois. 

November 2, 3, 4, 5, 1942 

Michigan Annual Shoe Fair, De- 
troit, Michigan. 

November 8, 9, 10, 1942 





Inducted into Service 


SAN FRANCIsco, CAL.—F rank Werner 
Company reports that the following 
salesmen have joined the Army: Mer- 
ton Eizenberg, Paul Clink, Rene Si- 
bold, Earl McGowan, Jack Karuza, 
Dean McLean, Leon Yee, and Dick 
Hawke. 


Ingenuity Seen in 
Shoe Store Windows 


ROCHESTER, N. Y.—If pioneers who 
once made Rochester the style shoe 
center of America, with emphasis on 
quality, were to return for a leisurely 
stroll along Main Street they would be 
surprised by the extremes to which in- 
genuity has gone in meeting demands 
for fashionable footwear while conserv- 
ing leather. 

Not that shoe store windows do not 
yet contain a plentiful supply of good 
leather shoes, because they do. But 
shoes made of canvas, various other 
textiles, plastics, and many with wooden 
soles are included in alluring displays. 
And they are selling. 

Despite the fact that a tropical April 
was followed by cool weather in May 
and June, business in retail shoe stores 
has been good, and right now whites 
are moving rapidly. Shoe stores are 
advertising extensively and are getting 
results. 

There has been some reduction in 
prices. Some stores call attention to 
the fact that they are selling below 
ceiling prices. In any event, prices 
seem reasonable considering the attract- 
iveness of merchandise that is being 
offered. 


Moves Stock to New Building 


Onawa, Iowa—The Steinberg Shoe 
Co. has moved its stock into the build- 
ing that it recently bought and re- 
modeled for an up-to-date shoe store. 
New fixtures were installed, making 
the store one of the most modern in 
this section. A formal opening will 
be held soon. 





A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


AMERICAN HIDE & LEATHER CO., Boston, Mass 

ARNOFF SHOE CO., INC., New York City 

AVON SOLE CO., AVon, Ma8s. .. 2.2... cece cece eee cee eee e nee e rn eee een enteaunes 
BARIS SHOE COMPANY, New York City é 

BARRETT SHOE CO., Frankfort, Ky. .. 2.2.66 ccc eccrine emer e en rw ew en ene enan eee 
BARSH & CEASAR, Philadelphia, Pa. : 

BASS, GEO. H., & CO., Wilton, Me. . 

B. B. CHEMICAL CO., Boston, Mass. ...... 26.6. cece ect e ener e rene ee nnn ennenenes 
BECKWITH MFG. CO., Boston, Mass. ........ 6-6. cece e cee cence nent eeennenneee 44, 45 
BELLAIRE SHOE CO., Portland, Me. .... 2... 2... cece cece eee entree nee nneeteeeeeee 
BRANNOCK DEVICE CO., Syracuse, N. Y. 

CAMBRIDGE RUBBER CO., Cambridge, Mass. .........- 6... cece ween cn e nr enewnee 
CAMITTA SHOE COMPANY, Philadelphia, Pa. ............-- cee cece eee e cree ceees 
CLAPP, EDWIN, & SON, INC., E. Weymouth, Mass 

CONRAD SHOE CO., No. Abinaton, Mass. ..... 2-1... c ce ccc ene eee enwnnneee 
CRADDOCK-TERRY SHOE CORP., Lynchburg, Va. ........-. 6c sec e ect e eee enceee 
CURTIS SHOE CO., Mariboro, Mass. ... 2.2.66. c ccc cee ee ence tee nn ene enennenee 
DEWEY & ALMY CHEMICAL CO., Cambridge, Mass., 

DU PONT, E. |... DE NEMOURS & CO., INC., Arlington, N. J. .........- Pied awe 
EDWARDS, J., & COMPANY, Philadelphia, Pa. .......-. 6... ee cee eee een ene nrenene 
EDWARDS, VINCENT, & CO., New York City 

EINSTEIN, J., INC., New York City 

EISENDRATH, B., Tanning Co., Chicago, I. .... 2.2... cece cece eee e ence eee ceeeees 
ELAM, F. S., SHOE CO., Rochester, N.Y. .. 1... ee ence eee e ene enn neneneenee 
EVANS, JOHN R., & CO., Camden, N. J... 26.6 cence renee enn eeenenee 50, 51 
GOODWILL SHOE CO., Holliston, Mass. .... 2.6.6.6 e nnn eee eeenee 80 
GREEN SHOE MFG. CO., Boston, Mass. ......- 2... 6 ec ccc eee er enenes Back Cover 
GROVER, J. J., SHOE CO., Boston, Mass. ...... 66.6. ccc ee eee een eneennetees 
GUTMANN & COMPANY, Chicago, Ill. ; 

HOWARD & FOSTER, INC., Brockton, Mass. ..... 2.2... eee ccc cnn ene eeennenenne 
HOTEL LENNOX, St. Lotile, MO. 2... ccccccwc eset ener ee ccccceecccvrectsecevceseces 
HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa. .............- 60 ceeceneee 2nd Cover 
HUNT-RANKIN LEATHER CO., Boston, Mass. ........ Diente. . Cink oe 60.cbe% 
INTERNATIONAL SHOE CO., St. Louis, Mc. .. 2... ccc ccc ce ewe enn en newness 

1. T. S. CO., THE, Elyria, O. 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich 

KIRSCH-BLACHER CO., INC., New York City. 

KISTLER LEATHER CO., Boston, Mass. .... 2.6 6c eee nee e enn eee 
LIMA CORD SOLE & HEEL CO., Lima, O........ 

LYONS & CO., INC., New York City 

MARBRIDGE BUILDING, New York City 

MUSEBECK SHOE COMPANY, Danville, Ill. 

NASHUA SLIPPER CO., Lowell, Mass. 

NORTHWESTERN LEATHER CO., Trust, Boston, Mass. 

OHIO LEATHER CO., Girard, O. 

PACKARD, M. A., CC., Brockton, 

PREMIUM, M. P., CO., INC., New York City 

ROBERTS-HART, INC., Keene, N. He 0. 6c ccc eee eee tenn enes 
ROBERTS, JOHNSON & RAND, St. Louis, M. 

ROSS, A. H., & SONS CO., Chicago, Wl. 2.0... ccc cece ccc ee tee tence seeseeienes 
RUBIN, IRVIN, New York City... 2.2... 2.6 c ccc nce eet eee eee een nnees ‘ 
SCHNEIDER BHOR GO., Bt. COmle, MO. onc ccccccrecsecssse cee scdecccccescccecccves 
SCHOLL MEG. CO., INCG., CRICRGO, BM. 2... cccrecccescrsnnsesnccccrwressesessseeeces 
SMITH, J. P., SHOE CO., Chicago, III 

STACY -ADAMG GCO., Brockton, MAGS. 2. once ccc cect ccc cc recs ec ccc ccccsnvesecsees 
STETSON SHOE CO., INC., S. Weymouth, Mass. ..... 2.2.6... ccc cen een enw eeeenee 
SURPASS LEATHER CO., Philadeiphia, Pa 

es ge SEPT ee ey ria en AEP EPL Le TT 
TAYLOR, THOMAS, & SONS, INC., Hudson, Mass. 

TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. 

UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. €2, 63, 3rd Cover 
VITALITY SHOE COMPANY, St. Louis, Mo. . 0.2... e cece ccna rec cnccnwecenees 1 
VULCAN CORPORATION, Portsmouth, O. ........:.. CY SPIES i A Front Cover 
WEYENSBERG SHOE MFG. CO., Milwaukee, Wis. ....... 2. 20.66 ccc eee cee 54 
WINTHROP SHOE COMPANY, St. Louis, Mo. .... 26... oe ce be cece ccc wc unceee 7 
WRIGHT, E. T., & CO., INC., Rockland, Mass. ....... 0... 5 eee bec cence ee eeeeeees 43 
X-RAY SHOE FITTER CO., INC., Milwaukee, Wis. .........6.6 0606 c ccc cee cneeuns 74 


Boot and Shoe Recorder 





Here's what 
you gain.. 


WITH CONSISTENT USE OF 


SHOE MACHINERY 
LUBRICANTS 





1 REDUCED WEAR AND BREAKAGE 
Using the right lubricant in the right way 


2 MORE CONTINUOUS PRODUCTION and at the right time keeps parts from 
wearing excessively and minimizes the in- 


3 REDUCED POWER CONSUMPTION convenience of factory tie-ups. 


@ SMOOTHER RUNNING MACHINES Today it is more important than ever to make 
machines and parts last longer through 


S MORE AND BETTER WORK proper maintenance and lubrication with 
specialized industrial oils and greases. 


Sieve diiaiaiaittiidinatdha bilictiitiasaiabite LUBRICANTS ARE LIFEGUARDS FOR YOUR MACHINES 


your machinery ask a “UNITED” representative Some shoe machines run at high speeds, starting and stop- 


2 Me Pe a ” tug bees ll po be glad ping suddenly, while others run more slowly but with parts 
to discuss means fer achieving better, more effective under heavy pressure. Several lubricants made to meet 


lubrication in your factory. 
7 a ee different conditions are desirable for most efficient opera- 
tion and maximum protection from wear. 


TAKE GOOD CARE OF WHAT YOU HAVE 


lubricants properly used 
will help prolong thelife of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oil your 
Ammunition. 








This looks like a..... 
VOTE of CONFIDENCE ! 


Several weeks ago a Stride-Rite advertisement said: 


“. . . heavy advance buying in anticipation of shortages 
means swollen inventories . . . and swollen inventories im- 
pede turnover . . . eat up profits. 


“As far as we can see now, there is no reason for making 
heavy commitments. We expect to continue prompt, accu- 
rate stock service on Stride-Rite shoes . . .” 


Today, with store inventories under scrutiny, we are pleased to note 
that Stride-Rite in-stock orders continue at a normal rate. . . a fair 
indication that Stride-Rite dealers’ inventories are normal : . . that 
most, if not all, Stride-Rite dealers have confidence in our ability to 
continue prompt, complete shipments from stock. Because of that 
confidence, they now find their inventory position strong and well 
balanced. 


GREEN SHOE MFG. CO. . . BOSTON 


=(“ Sree RITE 





